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A GRAVE 
RESPONSIBILITY 


Any company which engages to insure the life of a man ought not 
to take a chance; it should, at all times and in all circumstances, be 
“dead sure” of its grounds. 


Its assets should be as solid as the everlasting hills; its investments 
should be absolutely sound, and yield an appreciable return; its ex- 
penses should be kept within safe and conservative bounds, and its 
membership should be carefully selected. 


Why? 


Because such a company guarantees to do for a man exactly what 
he wants it to do, in the precise manner he directs, and at a time when it 
is beyond his ability, personally, to enforce his wishes. 


A life insurance company must be prepared at a moment’s notice 
and beyond the shadow of a doubt, to begin the fulfillment of the terms 
of a consequential contract which may extend into future generations 
and be intricate and involved in the extreme. 


The life insurance contract is sacred. It has been pointed out that 
life insurance is bought not because the purchaser “is going to die” 
but because someone economically interested in him “is going to live”! 


That involves a grave responsibility, which life insurance com- 
panies must assume. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Appendix Death 
Toll Increases 


Metropolitan Finds Preponderance 
of Fatalities Among 
Males 


SUGGESTS MORE STUDY 


Diet Fads, Improper Use of Mineral 


Oils May Be Factor 
in Increase 


Appendicitis mortality rates are mov- 
ing on an ascending line and a prepond- 
erance of deaths from this cause is oc- 
curring among males, according to re- 
sults of statistical research conducted by 
the Metropolitan. The 
quiry is 1911-1929. In the last five years 
of this 
finds ar 


period of in- 


19-year span the Metropolitan 
increase of 20 percent in the 
for white males and 14 for 


Moreover 1929 witnessed 


death rate 
white females. 
highest appendicitis death 
rates on record. 

Although the Metropolitan does not 
venture to fix a cause, it hazards the 
suggestion that diet and the faddist 


one of the 


schools in diet, perhaps the abuse of 
“roughage” philosophy; habits of liv- 
ing; use, abuse and self prescription of 
laxative medicines and of mineral oils 


may be factors influencing the appen- 
dicitis mortality. 


Surgical Methods Better 
The increase, the Metropolitan points 
out, has been accompanied by improved 


surgical technique and the practice of 
submitting to periodical health examina- 
tions during which tenderness in the re- 
gion of the appendix is often exposed. 
Between 2 and 3 percent of males ex- 
amined in recent years show this condi- 
tion of tenderness in the region of the 
appendix 


For children under 5 years, the appen- 
dicitis death rate in the period 1925-1929 
was 11.5 per 100,000 for white males, an 
increase of 126 percent since the period 
1911-191 For white females, the re- 
cent de rate at this age period was 
%.2 per 100,000, an increase of 92 per- 


cent since 1911-1915. 


One Age in Decrease 


Only between 10 and 19 years of age 
Was there any decrease in the appendi- 
citis mortality for both males and fe- 


males. ie decrease was about 3 per- 
cent f white males and between 10 
and 15 cent for white females. Be- 
sinning with adult life, however, the ap- 
Pendicitis death rate showed marked in- 
reases irom the period 1925-1929 as 


compared 


with 1911-1915. During adult 
life the } 


1 ° . 
‘etropolitan states it was gen- 


erally true that the higher the age the 
—s the rise in mortality. 
nN 1911-1915 the death rate of males 


ee that of females by 26 percent. 
ns 29, in view of the greater in- 
oo - mortality among males than 
mong temales, the excess in the death 
(CONTINUED ON PAGE 10) 





|List of Additional C. L. U. 


Degree Holders Is Given 





The 1930 examinations for C. L. U. 
degree conducted by the American Col- 
lege of Life Underwriters have more 
than doubled the list of degree holders, 
to 209. There were 334 applications for 
permission to take the 1930 examina- 
tions approved by the registration board, 
as contrasted with 39 for the examina- 
tions of June, 1928, 51 for those of De- 
cember, 1928, and 157 in June, 1929. 

An announcement of the American 
College this week states that of these 
334, candidates presented them- 
selves for the examinations, as com- 
pared with 34 in June, 1928; 32 in De- 


9°25 
235 


cember, 1928, and 114 in June, 1929. 
[hese candidates represented 86 cities 
and towns in 30 states, the District of 


Columbia and Japan. The examinations 
were held June 19-21. 
The list of new C. L. U. 
holders is: 
List 


Milton B. Ames, Mutual 
folk, Va.; H. Sheridan 


degree 


of Degree Holders 


Nor- 
Union 


Benefit, 
jaketel, 


Central, Bayside, N. Y.; George Barnes, 
Home Life of New York, St. Louis; 
Hugh S. Bell, Equitable of Iowa, Seattle; 
Prof. T. C. Bolton, Syracuse University, 


Daniel H. Boyd, Equita- 
ble of New York, Paterson, N. J.; Wil- 
liam N. Boyd, Barron-Eastman Agency, 
Seattle: John W. Brooks, Northwestern 
Mutual, Syracuse, N. Y.; Gerard 8S. Brown, 
New England Mutual, Chicago; A. W 
Brubaker, Columbus Mutual, Lancaster, 
Pa.; Maynard C. Burrell, Home Life of 
New York, Washington, D. C.; Asbury 
Bushnell, Union Central, Pasadena, Cal.; 
John E. Capps, Pacific Mutual, Norfolk, 


Syracuse, N. Y.; 


Va.; Fred Carter, American Security, 
Birmingham, Ala.; Vaughan C, Cham- 
bers, Mutual Benefit, Lansdowne, Pa.; 
Percy L. Cochran, Mutual Life of New 
York, Spokane; Philip Cohen, North- 
western Mutual, Buffalo; Harold 8S. Coil, 
Mutual Benefit, Cincinnati. 


Other Names Are Given 


Conyne, Prudential, San 
Diego, Cal.; Harold S. Cooksey, North- 
western Mutual, Norman, Okla.; Charles 
T. Cravens, National of Vermont, Louis- 
ville; Stewart A. Cushman, Moore, Case, 
Lyman & Hubbard, Chicago; Isabel L. 
Daugherty, Pacific Mutual, Angeles; 
Nelson F. Davis, Jr., Equitable of lowa, 
Philadelphia; Clayton Demarest, Jr., At- 
lantic Life, Baltimore; Harold A. Dodge, 
Union Central, New York City; Glenn B. 
Dorr, Equitable of New York, New York 
City; Alfred C. Duckett, Northwestern 
Mutual, Los Angeles; Edna Earle, Pacific 
Mutual, Los Angeles; Wade Fetzer, Jr., 
Penn Mutual, Chicago; Ralph W. Fischer, 
Penn Mutual, St. Louis. 

Everett E. Fisher, Occidental, Cedar 
tapids, Ila.; Ray E. Flint, Home Life of 
New York, St. Louis; Thomas A. Gal- 
lagher, Western States, San Francisco; 
Franklin W. Ganse, John Hancock, Bos- 
ton; Harold W. Gardiner, Northwestern 
Mutual, Oklahoma City; Nathaniel J. 


James H. 


Los 


Goldsmith, Equitable of New York, San 
Francisco; T. Harrison Grant, North- 
western Mutual, St. Louis; Louis 
Gross, Prudential, Minneapolis; Homer 


G. Hewitt, Northwestern National, Hous- 
ton: J. Carl Hilliard, Penn Mutual, New 
York City; Arthur M. Hopkins, Jr., Penn 
Mutual, Nashville; Archibald R. Houle, 
Mutual Benefit, Chicago 
Frank C. Hughes, 
Evanston, Ill; Arthur C. 


Mutual’ Benefit, 
Humphrey, 





| 
| 





Northwestern Mutual, St. Louis; William 
R. Irving, Phoenix Mutual, Providence, 
R. LL; John F. Jeremiah, University of 
Pennsylvania, Philadelphia; Ernest E 


Johnson, Equitable Life of New York, 
Pittsburgh; George W. Johnson, Mutual 
Life of New York, Cincinnati; Sara F 
Jones, Equitable Life of New York, Chi- 
cago; Milton H. Koch, Northwestern Mu- 
tual, St. Louis: Edward L. Kurtz, Man- 
hattan Life, Wayne, Pa.; Chauncy T 
Langdon, Equitable Life of New York, 
Los Angeles; Clifford B. Lehmann, Union 


Central, New York 
Lemmon, New York 
Walter J. Lennox, 
tual, San Francisco; Leonard L. Lenz, 
Equitable Life of New York, Syracuse, 
N. Y.; Harold D. Leslie, Northwestern 
Mutual, Los Angeles; Loran L. Lewis, 34d, 
Mutual Life of New York suffalo; Joe 
= Marshall, Massachusetts Mutual, 
Howard C, Mason, John 
Needham, Mass Henry H 
State Mutual, Baltimore; 
McGinnis, Northwestern Mutual, 
Okla.; jen S MecGiveran 
Mutual, Eau Claire, Wis.; 
Archibald D. McGlashan, Massachusetts 
Mutual, tochester: Joseph L. MeMillin, 
Union Central, Atlanta; Arthur E. Miller, 
Northwestern Mutual, St. Louis; George 
\ Myer, Guardian Life, Baltimore; 
jarney Nudelman, Connecticut Mutual, 
St. Louis. 


City; Raymond A 
Life, Detroit 


New England Mu- 


Pasadena; 
cock, 
Bratney, 
liam E 
Chickasha, 
Northwestern 


Others Who 


tobert BE. Olmsted, Penn Mutual, Chi- 
cago; Clifford H. Orr, Massachusetts Mu- 
tual, Hatboro, Pa.; M. Graydon Perry, 
Fidelity Mutual, Baltimore; John L. Pet- 
tibone, Travelers, Shaler Heights, O.: 
Frank H. Plaisted, Aetna Life, Omaha; 
Ellen M. Putnam, National of Vermont, 


Have Passed 


Rochester; Guy D. Randolph, New Ene- 
land Mutual, Cincinnati; Joseph H 
Reese, Penn Mutual, Philadelphia; Ralph 
H. Rice, Jr., National Fidelity Life, Kan- 
sas City; R. K. G. Rice, Equitable of 
Iowa, Baltimore; Howard Ries, Equita- 
ble Life of New York, Everett, Wash.; 
Winston H. Robbins, Equitable of Iowa, 
Lafayette, Ind 

Donald Russell, Guardian Life New 
York City; Frederick \ Savage, Jr.. 
New England Mutual, Baltimore; Dwight 
H. Sayward, John Hancock, Portland 
Me.; Marion Scott, Penn Mutual, Brook- 
line, Mass.; John C. Sebastian, Union 
Central, Cincinnati; Frank M. See, Union 
Central, St. Louis; Stuart H. Sims, Sun 
Life, Corvallis, Ore.; Wilson M. Slick, 
Reliance Life, Johnstown, Pa.; John B 
Slimm, Connecticut General, Utica, N. Y.; 


Gordon K, Smith, Equitable of New York, 
Syracuse. 


Additional Graduates 


Lloyd D. Somers, Massachusetts Mu- 
tual, Rochester; William P. Stedman, 
National of Vermont, Baltimore; Law- 
rence H. Stern, Penn Mutual, St. Louis; 


Mutual Benefit, Grand 
Union Central, Los 


taleigh R. Stotz, 
Rapids; Slane Stump, 


Angeles; Seth C. H. Taylor, Sun Life, 
Cincinnati; Fitzhugh Traylor, Equitable 
of New York, Wayne, Pa 

Lyman L. Tremaine, Massachusetts Mu- 
tual, New York City; Simon D. Weiss- 
man, Equitable Life of New York, Bos- 
ton; Frank H Wenner, Provident 
Mutual, Utica, N. Y.; Roy A. Wessel- 
mann, New York Life, Cleveland; Edwin 
H. White, Aetna Life, Worcester, Mass.; 
Leon M. Willits, Northwestern Mutual, 
Oklahoma City; Addison W. Wilson 





Growing Demand 
for Life Income 


Union Central Life Calls Atten- 
tion to Change in Sen- 


timent 


STRONG APPEAL IS MADE 


Investing Public Has Shifted Its Atten- 
tion to More Permanent Form 
of Investment 


rhe Union Central Life in increasing 


its limits on personal life income polli- 
that growing 
for this form of contract. It 


cies feels there is a held 
sees in the 
reversal of attitude on part of the public 
following the stock market crash a trend 
toward life 


insurance. In commenting 


further it says: 

“The investing public has done a right 
about face during the last nine months 
and this reversal of its attitude has been 


of extreme importance and advantage to 


life insurance, rhe greatly discussed 
stock market crash last fall, generally 
slow business conditions, in some lo- 


calities a bank failures have 
convinced persons with money to invest 
that life insurance companies are the 
safest places to put their money. The 
investment element in life insurance, and 
particularly the personal life income pol- 
icy, has received tremendous accentua- 
tion trom this new state of mind. 


series oO! 


Sentiment has Changed 


“The personal life income policy used 
to be looked on as a contract to be sold 
only to small buyers such as nurses, un- 
married teachers, and 
who were uninsurable. All this has 
been changed in a few short months. 
The personal life income policy is now 
making a strong appeal to the big in- 
vestor as well as the small one. Tan- 
gible evidence of this fact is found in 
the actual record of personal life income 
policy sales which have tripled in the 
Union Central since the first of the year. 


school persons 


Record of Agencies 


“In June applications for this policy 
touched a new high of nearly $1,000,000, 
This record has been duplicated in July. 
Agencies which stood forth prominently 
in the sales of personal life income polli- 
cies during the first part of July were: 
Los Angeles with $131,000; Wichita 
with $100,000; New York City with $84,- 
000; Cincinnati, $72,000; Sioux City and 
Altoona, Pa., with $43,000 each; Man- 
chester, N. H., with $33,000; Cleveland 
with $29,000; Denver with $26,000; St. 
Paul with $24,000, and a number of other 
agencies that have so far produced in 
the neighborhood of $20,000 for July.” 


Bankers Life, 
Equitable Life 
Ill.; Farley J. 
of New 
ters, 


Omaha; Jack C 
of New York, LaGrange, 
Withington, Mutual Life 
York, Rochester; Henry W. Wol- 
Union Central, New York City; 
(CONTINUED ON 


Windsor, 


PAGE. 10) 
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Side - ‘cae ianiaatle 
in Texas in Big Increase 





“TEXAS INDEX” GIVES FIGURES 





More Than 300 Citizens There Own 
$100,000 or More of Life 
Insurance 





DALLAS, Aug. 7.—At least 302 citi- 
zens of Texas now own $100,000 or 
more in life insurance, according to fig- 
ures just released by W. A. Callaway 
of the Southland Life in his annual 
“Texas Index.” Estates represented in 
the list total $70,163,467 compared 
with 266 for a total of $62,899,390 in 
1929. 

“It was impossible to secure all the 
names that have rightful place in the 
list of Texas men and women whose 
lives are insured for $100,000," Mr. Cal- 
laway states in his foreword, “The list, 
however, is growing larger year by 
year and the booklet is doing a wonder- 
ful work among those whose lives are 
inadequately insured and among those 
whose lives are without life insurance 
protection.” 

Dallas leads the entire list, according 
to the “Texas Index,” with 78, whose 
insurance protection totals $19,150,924, 
Houston being second with 53 for $12 
512,840, San Antonio third with 24 for 
$5,666,000, Fort Worth fourth with 23 
for a total of $6,646,939, El Paso fifth 
with 18 and Wichita Falls sixth with 15. 

J. M. West Largest Owner 


J. M. West of Houston is the most 
heavily insured, it is ee, owning 
$1,453,500 in life insurance. Edwin A. 
Landreth of Fort Worth is second with 
$1,200,000, with Col. E. O. Thompson 
of Amarillo, H. H. Rogers of San An- 
tonio and Clarence E. Linz of Dallas 
showing in the million-dollar class. 

The towns represented are Abilene, 
Amarillo, Austin, Beaumont, Brecken- 
ridge, Brownswood, Cameron, Colorado, 
Corpus Christi, Corsicana, Dallas, Del 
Rio, Denison, Donna, Eastland, El 
Paso, Forth Worth, Galveston, Goliad, 
Henderson, Houston, Kerrville, Laredo, 
Lubbock, McAllen, McKinney, Mexia, 
Mineral Wells, Navasota, Orange, Pal- 
estine, Paris, Port Aransas, San An- 
tonio, San Benito, Seguin, Sherman, 
Sonora, Stamford, Sweetwater, Temple, 
Tierra Alta, Victoria, Waco, Weslaco, 
and Wichita Falls. 


as 


Modern Woodmen Rates 
Again Given Court O. K. 





After another flurry in the courts, the 
new and higher rates sponsored by the 
head camp Modern Woodmen again ap- 
pear incontestable. It is probable, 
however, that the group of insurgents 
will initiate other legislation in an at- 
tempt to upset the rates. 

The latest victory for the head camp 
came when Judge Miller of Washing- 
ton, Ill, county circuit court dissolved 
an injunction restraining the head camp 
from collecting part of the new rates. 
The injunction had been granted by 
Judge Bernreuter at Nashville, Ill., but 
change of venue was taken for the hear- 
ing on the injunction to Judge Miller’s 
court, 

The question of conducting a refer- 
endum to determine whether the new 
rates, collection of which began July 1, 
shall be continued is being agitated. If 
51 percent of the membership votes 
against the new rates in a referendum, 
the rates would be upset. No decision 
as to a referendum has yet been made, 
and it is said there is no court decision 
compelling one to be taken. 


Judge Byron K. Elliott, general coun- 
sel of the American Life Convention, de- 
lievered an address on “Aviation Law” 


before the Indiana State Bar Association 


— 





Is Doubling Summer Sales 





Remarkable Agency Building Record Being Shown by 
Gerald A. Eubank, Who Is Increasing Business 98% 
in Face of Depression, Although Dealing 
Only With Brokers 





NEW YORK, Aug. 7.— One of the 
most remarkable records of agency 
building is now being written on the 
pages of life insurance history by Gerald 
A. Eubank, a New Yorker with a na- 
tional reputation, who is not new to 
this phase of accomplishment. The 
record now being made by “Jerry” Eu- 
bank is perhaps even more noteworthy 
than his accomplishments of the past in 
that this is being done in the face of 
conditions which have proven a decided 
check to practically all in the business, 


Forging to the Front 


In the face of sales resistance suffi- 
cient to cause practically all agencies to 
fall slightly behind last year, he is build- 
ing an agency which is now 98 percent 
ahead of last year and rapidly forging 
into front ranks among agencies of the 
country. Further, Mr. Eubank is doing 
this in a field noted for its vanishing 
qualities in time of depression, that of 
brokerage business, for he deals en- 
tirely with brokers, having no direct 
writers under him. 

Career Started in South 


To secure a picture of this man behind 
the directing desk of this office, it is 
necessary to go back a number of years 
and view the repetition of business 
achievement on his part. Mr. Eubank 
is a native of the south, whence, per- 
haps, his genial hospitality which has 
made him a by-word for cordiality in 
the ranks of life underwriters. Born in 
Texas, son of a newspaper man, he was 
probably given an early grounding on 
the value of newsprint, which may ac- 
count for his present judicious use of 
it. Also his boyhood days saw his first 
sales success, for while in school he 
won a prize for selling more “Saturday 
Evening Posts” than any one in the 
country. Ata very early age he trans- 
ferred his interests afield and turned to 
his own initiative, which has since seen 
him through many pitched battles of the 
economic world. He went into the navy 
as a lad, and there became eminent for 
his prowess as an athlete, playing on 
battleship football squads. 


General Agent at 23 


It was in 1914, at the age of 22, that 
he returned to land and to civil activi- 
ties, his first interest being life insurance, 
with which he has staunchly remained 
and in which he has again become emi- 
nent. He first took a rate book for the 
‘Connecticut Mutual Life at Baltimore 
and his innate ability earned recogni- 
tion in almost record time. Within a 
year, before he was 23 years old, young 
Eubank was selected by Griffin M. 
Lovelace, superintendent of agencies of 
the Connecticut Mutual, as general 
agent for Virginia, with headquarters at 
Richmond, 


Repeated Achievements 


The war interrupted the career briefly. 
Mr. Eubank at the outbreak of the war 
returned to the navy. His insurance 
background resulted in his transfer to 
the War Risk Insurance Bureau on its 
organization and he remained as an ad- 
visor to it until he was transferred to 
active duty at the front. He was an aid 
to Admiral Plunkett, in command of the 
14-inch naval guns in five major engage- 
ments. After the war, Mr. Eubank 
turned for a moment to round out his 
insurance background with home office 
training, going with the Massachusetts 
Mutual Life as assistant superintendent 
of agencies. 

His old liking for field work, how- 





Bloomington, Ind. 


at 


that time looked like a very difficult 
task, to operate an American office for 
a Canadian company. The Canada Life 
was developing territory in this country 
and Mr. Eubank was persuaded to take 
over the Detroit field. Within a year 
he had entrenched himself in Detroit 
so that he was not only managing an 
agency he had largely built himself, but 
he was writing personal business at the 
rate of a million a year, one year show- 
ing $2,000,000 personal business while 
manager. It was in Detroit also that 
Mr. Eubank was one of the prime advo- 
cates of the life insurance trust, doing 
as much as any other man in the field 
for its development. That was natural, 
as he has always been a “business man 
underwriter,” interested in business life 
insurance and cultivating life insurance 
in a business way. 


Joined with Hart 


In 1925, Mr. Eubank went to Hart- 
ford to consider a proposition which 
loomed prominently on the horizon, a 
partnership agency in New York City 
for the Aetna Life. As he rode east- 
ward, he took up conversation with 
another dapper young southerner, Hugh 
D. Hart by name. They were much in- 
terested in one another, both being just 
slightly past 30 years old, southerners, 
aggressive and well groomed. But it 
was not until they met in the home office 
of the Aetna Life and were told that 
they were the proposed partners that 
they entirely understood the significance 
of their earlier meeting. The result was 
the famous Hart & Eubank general 
agency in New York City, opened in 
1925 and within a year the leading gen- 
eral agency in the country. 


Built Outstanding Agency 


The achievement of the Hart & Eu- 
bank agency is well known to those 
who have followed life insurance history. 
These two total strangers to the na- 
tion’s metropolis came into an already 
crowded agency field and within a year 
were the leaders. In less than three 
years they put $200,000,000 of new life 
insurance business on the books. In 
one month they paid for nearly $10,000,- 
000 ordinary, in addition to several mil- 
lions of group, setting a record among 
agencies at that time. This huge agency 
continued until mid-summer of 1927, 
when Hugh Hart left to become agency 
vice-president of the Penn Mutual Life. 
Mr. Eubank remained for a brief period 
as sole general agent, but the agency 
plant in New York City was divided 
into several units by the company. In 
spite of this, in the first month of sole 
managership, Mr. Eubank reported 
nearly $6,000,000 of ordinary business. In 
the fall of 1927 he left the company, 
operating independently for a few 
months, during which he reported such 
records as $2,100,000 paid in one month 
by a small group that remained with 
him, including $1,200,000 personal busi- 
ness for that month. 


Present Work Started in 1928 


The present business eevee had 
its foundation in December, 1927, when 
Mr. Eubank entered into an ogpemment 
with Johnson & Higgins, huge brokerage 
firm with offices throughout the country, 
to open and manage a life department, 
serving these brokers and developing a 
general agency business from brokerage 
sources only. He started at the open- 
ing of 1928 and closed the first year 
with three branch offices operating, in 
addition to the main New York office, 


Program Is Announced for 


Millionaires Round Tab 
INTERESTING TORONTO EVEN? 


Chairman Manning Gives Out Detai 
of Discussions at Important Na- 
tional Convention Feature 


Million Dollar Round Tab}, 
session, an outstanding feature of the 
Toronto convention of the America, 
and Canadian life underwriters associa. 
tions, will be held Sept. 24, opening 
with a breakfast at 8:30. The actua 
proceedings will commence about 9:1; 
and will continue until about noon. 

Earl G. Manning, Boston, chairman 
will discuss for a short period why a 
big producer should advertise himselj 
in what channels he should spend his 
money, giving interesting — sidelights 
on his personal experience. 


Two Forums Are Planned 


The 


The meeting will be divided into two 
forums, one of which will be a discus- 
sion of business insurance in its ya- 
rious phases. The chairman of this dis- 
cussion is Theodore M. Riehle, Equit- 
able Life of New York. 

Clinton Davidson of New York, presi- 
dent of the Estate Planning Corpora- 
tion, will have charge of the other half 
of the meeting. He will discuss phases 
of estate engineering, estate conserva- 
tion, life insurance nad other trusts. 


Hope All May Contribute 


Plans are being drawn so that all in 
attendance will have a chance to dis- 
cuss phases of the subjects. A steno- 
graphic verbatim report will be made oi 
the meeting. It is the intention of Chair- 
man Manning and his two associates to 
edit the proceedings and from it evolve 
something suitable for consumer dis- 
tribution by members of the Million 
Dollar Round Table and others. Un- 
doubtedly, it will be the most construc- 
tive meeting yet planned by the asso- 
ciation. Those in charge of arrange- 
ments are shaping the program so that 
producers large and small throughout 
the country who are unable to attend 
nevertheless will derive great benefit 
from these valuable discussions by the 
leading life insurance salesmen. 


Florida State Directory 
Has Just Been Published 


The first edition of the Florida Under- 
writers’ Hand-Book to be issued by THE 
NATIONAL UNDERWRITER has just come 
from the press. This book has been re- 
vised and changed to accord with the 
publishers’ state insurance directory 
standards and contains many new fea- 
tures of interest. For the first time 
there is included a complete list of ma- 
tional and local organizations allied with 
the insurance business operating or hav- 
ing jurisdiction in Florida. This list 
shows the name, officers, address. and 
purpose of these organizations. 5tate, 
special, general and local agents are 
given in a list which shows the compa- 
nies which they represent as well as 
their addresses and office and residence 
telephone numbers. 

Under “Statistical Information” are 
shown fire insurance premium and 
losses, with totals, for a six-year period 
and a classification of the insurance 
written. Casualty premiums and losses 
classified are shown for two years; and 
life insurance written, in force, and pre- 
miums and losses, classified as to ordi- 
nary, industrial or group, are given for 
a six-year period. 

Another new feature of this book is 
the list showing what stock companies 
write certain special or casualty lines. 


In addition to these the ag ida book 
contains the usual features found © 


other state books published by ~ 
NATIONAL UNDERWRITER. It is a compe 





the combined writings being on a par 





ever, enticed him to undertake what at 
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Foresee Disability ees 
in Canadian Contracts 


MAY FOLLOW U. S. PRECEDENT 


Conference of Dominion Superintend- 
ents Scheduled to Discuss Problem 
of Rates and Provisions 


Indic: ation that disability rates in 
Canada may be advanced and provisions 
revised is found in the program for the 
13th annual meeting of the Association 
of Superintendents of Insurance of the 
Provinces of Canada to be held Aug. 
95-27 at Edmonton, Alta. 

A leading feature of the life insurance 
program is a discussion of the provi- 
sions relating to disability insurance 
which the National Convention of In- 
surance Commissioners decided at its 
1929 meeting in Toronto should be put 
in effect in the United States. The 
convention agenda includes preparation 
for the 1931 conference of a draft of 
such provisions as May appear suitable 
for adoption by the Canadian associa- 
tion. 

Presentation of the disability prob- 
lem is to be in charge of H. G. Garrett, 
British Columbia, and A. E. Fisher, 
Saskatchewan. 

Eye British Columbia Act 


Furthermore it is planned to examine 
into the questions raised by the report 
regarding section 31 of the British Co- 
lumbia insurance act and if it appears 
that such provisions are inconsistent 
with the disability and double indem- 
nity policies in use in Canada, to pro- 
pose amendment. 

Also it is proposed to ascertain what 
power exists under the insurance act 
in force to promulagte provisions simi- 
lar to those adopted by the National 
Convention ot Insurance Commission- 
ers by way of regulation, and if neces- 
sary to draft a section conferring such 
power. 


Uniform License Measure 


Another topic to be taken up during 
the life insurance program includes pro- 
posed uniform act for licensing of life 
insurance agents, the discussion to be 
in charge of Henry Brace, Alberta, and 
R. Leighton Foster, Ontario. Mr. Fos- 
ter and Mr. Fisher will present the 
proposed amendments to the uniform 
life insurance act. 

Monday evening, Aug. 25, the con- 
ference will be guests of the Province 
of Alberta at a banquet to be followed 
by a dance. Committee reports will be 
submitted and debated Tuesday and 
Wednesday mornings, while Tuesday 
noon there will be an insurance frater- 
nity luncheon to be followed by golf 
or a sight-seeing trip under the au- 
spices of the associated insurance frater- 
nity of Alberta. The conference will 
close with the private executive session. 

The president of the conference is 
H. G. Garrett, Victoria, B. C.; vice- 
president, B. A. Dugal, Quebec, and 
Mr. Foster is secretary-treasurer. 


To Extend San Francisco 
Bid For 1932 Cnovention 


Dr. E. L. Woodruff, general agent 
Manhattan Life at San Francisco, has 
been appointed national executive com- 
mitteeman for the San Francisco Life 
nderwriters Association. Dr. Wood- 
Tut will attend the coming convention 


ot the National association and will 
again extend the invitation of the San 
rancisco association to hold the 1932 


convention in his city. 


“Andy” Takes a Policy 


at, famous “Andy” of “Amos ’n 
ndy” has recently been written for 
$25,000 


i personal insurance in the Penn 
— by Ralph Hamilton of the 
Stumes & Loeb agency in Chicago. 
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GERALD A. EUBANK 


A story of remarkable record in 
agency building is told in this issue 
concerning Gerald A. Eubank, who is 
head of the life insurance department 
of the great insurance brokerage house 
of Johnson & Higgins of New York, 
who have branch offices in various 
cities. Mr. Eubank’s history and 
achievements are nothing short of ro- 
mantic. 








Phelps Is Made echtent 


Superintendent of Agencies 


Nelson Phelps has been appointed as- 


sistant superintendent of agencies for 
the Northwestern Mutual Life. Mr. 
Phelps is 26 years old, and has been 


with the Northwestern Mutual for 5% 
years. He is a native of Oakland, Cal., 
and a graduate of the University of 
Michigan. After graduation he became 
associated with the educational depart- 
ment of the company as assistant to 
John P. Davies. Since Mr. Davies re- 
signed three years ago, he has been in 
full charge of the educational division, 
and in addition has been an agency visi- 
tor. The work of the educational de- 
partment will continue under his super- 
vision. 


B. M. A. Moving Its Home 
Office; Fix Convention Dates 


KANSAS CITY, MO., Aug. 7.—The 
task of moving its offices from the Gates 
building to its new home office on the 
Union Station Plaza was begun by the 
Business Men’s Assurance, Aug. 2. The 
entire process is expected to be com- 
pleted Aug. 15. 

Appropriate ceremonies will mark the 
formal opening Sept. 3. Officials of 
civic organizations, commissioners of 
various states, officers and directors of 
banks, friends of the company, local 
policyholders and stockholders are be- 
ing invited. 

The annual convention of managers 
will be held at the new home office 
Sept. 20. The “All Star” meeting will 
follow Sept. 22-23, and the “home-com- 
ing” celebration will be held Sept. 24- 
25. “More Sales” and “Organized Sales 
Talks” are the themes which will dom- 
inate the meetings. 


Julian S. Myrick’s July 


Julian S. Myrick, manager of the Mu- 
tual Life of New York in New York 
City, reports that the paid-for business 
for this one office of the company in 
July was $3,521,250 as compared with 
$3,698,125 for 1929, For the year the 
total paid-for business amounted to $28,- 
808,811 as compared with $30,501,716 
in 1929. 
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Many Producers Turning 
to Life Insurance Today 


WANT TO MAINTAIN INCOME 





Agents Writing Other Classes Find that 
Their Commission Income Has 
Been Reduced 


A large number of agents, finding that 
their premium income in their fire and 
casualty lines has been much less this 
year due to business depression, reduced 


rates and other factors, are turning to 
life insurance and seeing that it is one 
of the best classes of insurance to sell 
at this time. Some years ago agents 
who had devoted their time to fire in- 
surance found that if they kept on 
traveling a single track they could not 


possibly maintain their premium income 
because of business combinations, which 
threw the insurance to large financial 
quarters, the equipping of risks with 
automatic sprinklers, which reduced 
rates materially, and other factors that 
had a bearing on agency control of fire 
insurance. 
Turned to Casualty Insurance 


They turned, therefore, to the cas- 
ualty lines and today most of these of- 
fices find that 50 and even a higher per- 
centage of their income comes from 


casualty and surety. Now these agents 
find themselves faced with a reduced in- 
come. The same old factors are at 


work and new ones are to be found. In 
casting about, therefore, hundreds of 
agents are taking up life insurance and 
have maintained their commission in- 
come and even increased it. They find 
that life insurance is the salvation of the 


day. In view of the fact that so many 
people got caught in the stock market 
crash, they are now becoming more 
conservative in their views and are buy- 
ing less speculative investments. This 
is causing them to turn to life insur- 
ance, 

Inasmuch as they have acquired a 


taste for blood, so to speak, undoubt- 
edly agents will continue to make life 
insurance a feature of their agencies. 
They see that the commissions are 
much higher on life insurance and when 
they get a good case thé return for the 
agent is most inviting. A number of 
these men say that they find that a 
large number of policyholders desire to 
deal with one man, letting him write all 
his insurance, whatever its character. In 
the large cities agents and brokers are 
finding it remunerative to be able to 
handle all classes of insurance and 
therefore they carry a life insurance rate 
book. Agency departments of life in- 
surance companies are recognizing the 
new order of the day and are recruiting 
from the men doing a general line of 
insurance, 


Need for Specialist 


This does not mean that the life in- 
surance specialist is being thrown out 
of the insurance house. In large cases 
and those requiring expert attention the 
life insurance specialist will always be 
in demand. The man writing fire and 
casualty insurance has one advantage 
and that is he can get an audience with 
his assured because he has to see him 
on questions arising from his other 
classes of indemnity. It is very natural 
therefore for him to bring up the sub- 
ject of life insurance. He is not so well 
posted and would find himself in deep 
water if he endeavored to diagnose the 
insurance needs of a man of great mo- 
ment. The producer who is writing the 
smaller cases does not have much diffi- 
culty therefore in swinging life insur- 
ance to his office. The so-called gen- 
eral producer finds it difficult to en- 
large the number of his clients in his 
fire and casualty lines but with life in- 
surance the field is open and he can go 
to many men that heretofore purchased 
their other lines from another agent and 
he had no chance at him. 








Bankers Life Girls 
Can Go Without Hose 





Some 400 girls, employed in 
the home office of the Bankers 
Life of Des Moines, have had 
the privilege this summer of go- 
ing without hose, if they so de- 
sire. The question of going 
without hose received official 
sanction early in the summer. 
An order from Actuary E. Mc- 
Conney, head of the home office 
personnel department, notified 
all employes that the company, 
in line with its practice of mak- 
ing no rules regarding the dress 
of employes, would have no ob- 
jection. 


Mr. McConney pursued the 
subject still further in a contri- 
bution to “Our Home Office,” 
issued by the employes of the 
Bankers Life, writing under the 
title “Times Have Changed.” 
Mr. McConney declared that al- 
though thousands of the male 
gender have viewed, with alarm, 
the various changes transpiring 
in ladies’ wearing apparel, the 
feminine sex has continued to do 
just about as it pleases in spite 
of threats, cajolery or condem- 
nation. Mr. McConney further 
says, “the practice of saving on 
hose appeals to the Scotch in- 
stinct from more than one as- 
pect.” 











Claim on $105,000 Loan 
To Toombs is Approved 


ST. LOUIS, Aug. 7.—Former Judge 


Conway Elder, special master in the In- 
ternational Life receivership, in report 
to federal court recommends that a 
$105,000 claim of the Southern Invest- 
ment Company, New York, be allowed 
with 6 percent interest from June 1, 
1929. This was a loan made by G. M. 


ee Murphy & Co., 
to Roy C. Toombs, 
the International, who now is serving 
time in the Missouri penitentiary on 
conviction under two charges involving 
issuance of fraudulent certihcates. 
The loan was over-issue 
certificate for Interna- 
tional stock. 


New York brokers, 


former president of 


stock 
made on an 
3,000 shares of 


Scott Heads Home Life 
General Agents Society 


John H. Scott of Brooklyn has been 
installed as president of the Home Life 
Agency Association, which is composed 
of general agents and managers of the 
Home Life of New York. The vice- 
president is Bernard Weber, Buffalo; 
secretary-treasurer, Raymond C. Ellis, 
New York; chairman executive com- 
mittee, W. A. R. Bruehl, Jr., Cincinnati, 
Other members of the executive com- 
mittee are Bryan L. Bowers, Oklahoma 
City; Warren H. Preble, Boston; Sig- 
ourney Mellor, Philadelphia; Russell M. 
Simons, New York, and William B. 
Stark, Syracuse. 

Mr. Stark heads the contest commit- 
tee and Mervine L. Lane, New York, 
is chairman of the publicity committee, 
which will function as a central clear- 
ing house for ideas and will forward 
bulletins each month to all agencies of 
the company giving new and effective 


agency building material. 
Keffer’s July Business 
R. H. Keffer, general agent of the 
Aetna Life at 100 William street, New 
York City, announces that his agency 
paid for $2,772,600 during July. The 
total business for the year to Aug. 1 


was $23,026,425. 
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Company Starts in Business 





General Mutual Life of Van Wert, Ohio, 
Makes an Auspicious Beginning 


in Life Field 


The new General Mutual Life of Van 
Wert, O., was licensed to do business, 
July 28. Five minutes after it received 
its license it recejved in applications 
more than $100,000 of insurance. The 
General Mutual Life expected in its first 
week to have applications totalling 
$500,000. This is due to the fact that 
the company has valuable connections 
through its fire insurance running mates, 
the Central Manufacturers Mutual Fire, 
Ohio Mutual Fire and the Ohio Under- 
writers Fire. 


Fire Companies Standing 


The Central Manufacturers was estab- 


lished in 1876. It, on Dec. 31 had $4,- 
184,607 assets, $1,940,116 premium re- 
serve, $150,000 contingent reserve and 


$1,801,815 net surplus. It has had a 
very steady growth. The Ohio Millers 
Mutual was established in 1886 and was 
taken in tow by the Central Manufac- 
turers Mutual just a few years ago. It 
has assets $460,152, premium reserve 
$266,610 and net surplus $127,124. The 
Chio Underwriters Mutual was organ- 
ized in 1903 and has $490,980 assets, 
$223,471 premium reserve and net sur- 
plus $220,243. These companies have 
had back of them a remarkable family 
in Van Wert, the Purmorts. ‘The first 
secretary was M. Purmort, second, 
Frank W. Purmort, third, Clyde A. L. 
Purmont, who now is president, and 
then C. M. Purmort. 

Frank W. Purmort was the first as- 
sistant secretary of the company. It 
was under his leadership and manage- 








ment that the company started on its 
prosperous career. C. A. Purmort 
was first assistant secretary and became 
secretary in 1908. Others of the Pur- 
mort family who are officials in this or- 
ganization are L. G. Purmort, vice- 
president, F. W. Purmort, assistant 
secretary, and P. W. Purmort, assist- 
ant secretary. James S. Kemper, presi- 
dent of the Lumbermen’s Mutual Cas- 
ualty of Chicago, and National Retail- 
ers Mutual Fire, is vice-president of the 
Purmort organization. He started in 
the home office of the Central Manu- 
facturers. 


Will Get Fine Momentum 
It is through the connections of these 


fire insurance companies that the Gen- 
eral Mutual Life will get an initial mo- 


mentum that would have taken years 
otherwise to develop. The Purmorts 
constitute a great insurance family. 


Their companies have a western depart- 
ment at Chicago in charge of Mr. Kem- 
per, an eastern in New York City, a 
northwestern at Minneapolis, southeast- 
ern at Nashville, Pacific at Seattle and 
southwestern at Kansas City. 

The Purmort companies are all 
housed in their own building which cost 
$375,000. It is 200 feet long on the out- 
skirts of Van Wert. 

McGee Has Made Good Record 


Mr. McGee, who is vice-president and 
superintendent of agencies of the Gen- 
eral Mutual Life, has been for five years 
manager of the Purmort Brothers life 
insurance department. It is. a_ local 
agency owned by the Purmort family. 
Mr. McGee is a graduate of Antioch 
College, Yellow Springs, O., and taught 
mathematics there. The Purmort agency 
had a general agency of the Columbus 
Mutual Life and made a fine record. In 
fact, the General Mutual Life is largely 











due to the enthusiasm of Mr. McGee 
and the knowledge that his experience 
and ability could be utilized by the Pur- 
morts. 


Jefferson Standard Grows 


Splendid Increases Despite Business Re- 
cession Reported at Semi-Annual 
Directors’ Meeting 


The Jefferson Standard Life of 
Greensboro, N. C., reports $28,653,700 


business the first six months, in- 
creasing insurance in force to approxi- 
mately $370,000,000 on July 1. Assets 
increased $2,067,000, and being $50,813,- 
000. Directors at the semi- -annual meet- 
ing voted the regular 5 percent semi- 
annual payment to stockholders on the 
$1,000,000 capital. 

J. E. Latham, Greensboro, presided 
over the board session. President Jul- 
ian Price reported the company in bet- 
ter condition than at any time in its 
history, pointing out that despite busi- 
ness depression the company had excel- 
lent gains all along the line in the six 
months. He expects greater gains in 
the last half year. 

Charles W. Gold, vice-president and 
treasurer, reported collections better 
than for the first half of 1929 and inter- 
est payments more prompt. W. T. 
O’Donohue, vice-president and agency 
manager, reported the company oper- 
ates in 25 states and in the District of 
Columbia and Porto Rico. 


new 


Phoenix Mutual’s Record 
for July Is Gratifying 
The volume of sales of new insurance 


written by the Phoenix Mutual Life in 
July exceeded by $3,343,000 the highest 


total for any previous July in its his- 
tory. This represents a gain of 45.8 
percent over July of last year and, 
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when taken into consideration with 
fact that sales for the first halj 
were 25 percent ahead of the fir 
months of 1929, indicates that 


1930 






























tions will probably remain favoraile | 


the business throughout the ren 
of the year. In the experience 

company at least there has been : 
dence of subnormal business con 


or any lack of money for the more cop. 


servative forms of investment. 


Aetna Life Did Not Have 


Any July Business Slump it pai 


One of the companies to show 
handsome gain in July is the etna It 
Life. This company increased its di 


ability rates four years ago and al! d 
ing this spring when other companies 


were putting on pressure to close all s 
the business possible at the old dis. regul 
ability rates the Aetna Life took its g 
normal course and even discouraged he 
talking the disability change. The re. 16 


sult is, the company feels, that 


an advantage in July which resulted in 


an unusually good month. 


Continental American’s Mark that | 


The Continental American Lif; 
Wilmington, Del., with the close o! 
passed the $100,000,000 mark in 
standing insurance. This is six n 
ahead of schedule and is due to 
large gains resulting from the 
income policy. The net increase 


July Tul 





surance in force so far this year is more 


than twice as great as for the 
period of last year.. President P! 
Burnet is being congratulated on 


achievement. 


Ask Receiver for Gateway Life 


Attorney General Carlstrom of 
nois has filed a petition for receiver 
for the Gateway Life of East St. 
in St. Clair county circuit court. 
petition charges 








that the company, i 
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ted in January, 1928, sold stock, 


corpo! 
but | s not qualified under the insur- 
ance laws and has issued no policies. 

Continental Assurance 

The Continental Assurance of Chi- 
cago its six months operations in- 
creased its paid for insurance in force 
by $6,000,000. After providing for the 
reserves it added $176,000 to voluntary 
contingent reserve, Its capital, surplus 
and voluntary contingent as of July 1 
were $3,512,000. During the six months 


it 


paid cash dividends of $100,000, 


National Life of Vermont 
In the recent table showing new 
business for the first six months, the 
of the National Life of Ver- 
vere incorrect. The new paid for 
ss was $39,992,751 through the 
agency channels without includ- 
ing restorations, additions and so forth. 
[he gain in insurance in force is $14,- 


American National of St. Louis 


President O. L. Holland of the Amer- 
ican National of St. Louis announces 


that company has made a net gain 
in insurance of $722,612 for the year. 
The amount of business issued up to 

| was $2,433,189. Last year for 


th e time the figure was $1,791,100. 
The iount of insurance in force is 


77,864. 


Wisconsin National Life 


James of the 


’ Oshkosh 


president Arthur 
i Life of 


Wisconsin National 


rep that the company completed a 
most excellent first half year, with 
increases in both the life and 


departments. The company is 
g a splendid agency force under 





bu 


Mr. J 


mes’ direction and he predicts 
even greater gains for the final six 
months of 1930. 
Lloyds Life 


Lloyds Life of Kansas City is getting 
its capital in at a lively rate, accord- 
ing to Adam Reid, president. Plans 
ure to increase capitalization $250,000 
and surplus a like amount. 





Equitable Tells How to 
Get $20,000,000 Business 








There is $20,000,000 of life insurance 
lying around loose ready to be written 
by live agents on members of the Elks, 
the Equitable Life of New York sug- 
gests. At the recent national Elks con- 
vention in Atlantic City, members were 
appealed to by officers to raise a $20,- 
000,000 fund to endow the order’s char- 
itable and philanthropic work. The 
Equitable urges that the most logical 
way to do this is by bequest insurance 
which systematically piles up the de- 
sired fund under an endowment form 
which can be turned over for benevo- 
lent purposes at maturity. It is pointed 
out that if the donor does not survive to 
the end of the endowment period the 
full amount of policy is paid to the fund 
as a death claim and thus serves as a 
memorial to the giver. An added ad- 
vantage is that all dividends under par- 
ticipating insurance can be paid to the 
lund, thus constituting a steady flow of 
income to meet current expenses until 
the principal sum accrues. The Equit- 
able emphasizes that this offers a mag- 
mifcent opportunity for agents in that 
their prospects easily can be identified 
by the well known emblem of the elk’s 
head with spreading antlers, worn in 
the coat lapel of all members. 


Announce Big Group Contract 


The National Dairy Products Cor- 


poration of New York City has taken 
out group life, accident and sickness in- 
surance for its 35,000 employes in more 
than 150 subsidiaries throughout the 


United States involving $60,000,000 life 
imsurance and more than $500,000 weekly 








benefits for sickness and non-occupa- 
tional accidents. The plan is cooperative 
and was underwritten by the Travelers 
through Marsh & McLennan. Benefits 
range upward from a minimum of $1,500 
life insurance and $15 weekly accident 
and sickness benefits, depending upon 
the employe’s earnings. 


Star Producers Organize 


Vash Young has been elected presi- 
dent of the Half Million Dollar Round 
Table, which was organized recently 
among members of the Equitable Life’s 
New York metropolitan agencies. Six- 
ty-three Equitable representatives, each 
of whom paid for more than $350,000 
with at least $11,000 in premiums dur- 
ing 1929, and for at least $200,000 with 
premiums of $7,200 during the first six 
months of this year, organized the round 
table. Charles Wasser was elected vice- 
president and Frank H. DeVitt, secre- 
tary-treasurer. 


C. V. Shepherd Appointed 


The National Life of Vermont an- 
nounces the apointment of C. V. Shep- 
herd as general agent for the Daven- 
port, la., territory. He succeeds Leon 
Zoeckler, who has resigned in order 
to devote himself to personal produc- 
tion. Charles A. Kuttler, agency super- 
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visor, will be in charge of the Daven- 
port office which will continue at 605 
Putnam building. Mr. Kuttler had been 
a mathematical instructor in Davenport 
high school until 1927 when he en- 
tered the life insurance business. 


Honor Bayes with Apps 


In honor of the birthday of William 
2. Bayes, president Brooklyn National 
Life, producers in the metropolitan gen- 
eral agencies conducted a _ super-sales 
day recently and presented him with 
applications for more than $500,000 of 


insurance. In the evening President 
Jayes was guest of honor at a shore | 
dinner and outing on Staten Island, 


which was attended by nearly 100 mem- 
bers of the organization. 


Colleagues Honor Simon 


Each member of the Equitable Life’s 
Rosenstein agency in New York, who 
paid for more than $20,000 during Jun 
was a guest at a testimonial luncheon 
tendered by Manager Rosenstein to 
Leon Gilbert Simon, one of the Equit- 
able’s million dollar producers. Each 
guest was presented with a copy of Mr. 
Simon’s latest volume, “Business Insur- 
which is published b Put 
Unperwriter, Following the 


ance,” 
NATIONAL 


~ 








Legal Execution Not 
Accident, Court Holds 


The contention that death by 
legal execution is an “accident,” 
which was raised in a suit in fed- 
eral court in Chicago and has at- 
tracted wide attention, has been 
definitely overruled by that court. 

Suit was brought for $10,000 
under the double indemnity clause 
of a policy in the New York Life 
carried by Harry Diamond, who 
was electrocuted in the Indiana 
penitentiary in Michigan City for 
the murder of his wife. The com- 
plaint charged that Diamond was 
put to death by unknown hands 
against his will. 

Federal Judge Woodward held 
that although Diamond met death 
unwillingly, his own felonious 
deed was responsible and added: 
“No legal casuistry or legerdemain 
can convert an execution into a 
death from accidental causes.” 
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Assets $19,000,000 


. Educational Endowments 
Life Income Endowments 

. Continuous Monthly Income 
. All policies participating 


Juvenile with payor feature 


COLUMBUS, OHIO 


. Investment—2-Year Endowment 
. A $5,000 Special that sells itself 


. Family Income, either 10-Year or 20- 
Year 


The Agency Department 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


The Last Word 


1. Retirement Annuities 


If interested in a general agency write in confidence 


In force $110,000,000 


























8 THE 








NATIONAL 


UNDERWRITER 

















Underwriting Head 











LIFE COMPANY 


CONVENTIONS 






















































The agency 
Life of Milwaukee 
meeting at the home 


Rupert F, Fry. Dr. 
well, life insurance 
at the opening session on 
come.” 


The afternoon session 


tracts issued by the 
Parker, agency secretary, 
at this meeting. 





their wives, 
MARK W. DONNELLY ing 


Advanced by Missouri State Life 


Secretary Mark W. Don- Members of the 
head of the life un-| which is made up of 
Missouri 


Assistant 
nelly has become 
derwriting department of the 


joined the Missouri 
1908. At that 


Mr. Donnelly 
State Life as cashier in 
time the home office organization of 
the company was comparatively small 
and his duties were varied. He was ad- 
vanced to assistant secretary in Janu- 
ary, 1911, and as the company grew in 


fairs, 
game. 


including a major 





1927 he became agency supervisor, still 
retaining the rank of assistant secretary. 





eight southern states. 


force of the 
will have 
office 
Agents will be welcomed by 

Charles J. 
educator, 


Annual Convention to Be Held in Mil- 
waukee Aug. 26, Followed by 
Trip to Chicago 


will be 
over to a discussion of policy forms and 
policy contracts, including the new con- 
company. 


will 


The meeting will con- 
clude with a dinner for the agents and 
with a theater party follow- 


Star Leaders Club Outing 
Star Leaders 


agcnts 
$100,000 or more paid-for business dur- 


State Life, filling the vacancy caused by | ing the year, and their wives 
the resignation of Assistant Secretary | guests of the company on a 
Frank N. Everett to return to the Pru-| visit to Chicago, Aug. 27-28. 

dential. ness sessions will be held there, 


party will be entertained at various af- 
league 


Bankers Credit Life. 


BILOXI, MISS., Aug. 7.—The Bank- 
ers Credit Life of Birmingham, of which 


convention here last 


size his duties were narrowed down to} Ben I. Rapport is president, conducted 
the underwriting of new business and | its annual agency 
other supervisory activities. Late in| week, about 100 delegates 


Old 
its Ace 
Aug. 
President | 


will 
“Family 


Pog 
No busi- 


attending. 
The company operates through banks in 


Old Line Life Agents aan 


| 
| 





Features of Lamar Meeting 


Conservation Club Has Been Orgnized 
—Address Made by C. G. 
Taylor in New York 


Organization of a conservation club 
to be known as “Welty Club,” an- 
nouncement of plans for election of of- 
ficers of the All Star Club and an ad- 
dress of welcome in New York by 
Charles G. Taylor, actuary and assistant 
manager of the Life Presidents Associa- 
tion, featured the 4,000-mile annual con- 
vention trip of the Lamar Life of Jack- 
son, Miss. 

The “Welty Club” membership quali- 
fications were announced by Ran 
Schlater of Greenwood, Miss., a general 
agent and also a director of the com- 
pany. As is customary, the All Star 
Club is made up of agents who qualify 
for the annual convention on paid-for 
business. The “Welty Club”, named in 
honor of C. W. Welty, general manager 
of the Lamar Life, is open to all agents 
who have $250,000 of business in force, 
who are members of the All Star Club, 
who have a 90 percent ratio of renewals 
and who are in good standing with the 
company. Gold, silver and _ bronze 
medals are to be awarded according to 
the rank of the agents. 

The agents presented Manager Welty 
with a fountain pen desk set while the 
party was in West Virginia en route 
home. 

Alford V. Gustafson, the new agency 
director, was one of the leading figures 
in the business meetings. He outlined 
the agency development plants. Other 
officers of the company who attended 
the ocnvention were: P. K. Lutken, 
vice-president; Dr. J. O. Segura, med- 
ical director; Rex B. Magee, advertis- 
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ing manager; Harry Graham, 
supervisor; Miss Mamie Montg: 
assistant secretary; Roy B. Nelso: 
servation. 

The trip was begun at the home off 
in Jackson when the party left for Ne 
Orleans. <A five-day trip by sea 
New York was followed by a three-da 
stay in New York. While in Ne 
York the members were guests of the 
Amsterdam Studios of the Nation 
Broadcasting Company during 
broadcast over the network of the pr 
gram dedicated to WJDX, the Lama 
Life station. 

A special Pullman 
electric sign, “Lamar Life Insurar 
Company Special,” was _ boarded 
Jersey City, N. J., for Jackson. Th 
train stopped a day in Washington. The 
next morning the special stopped 
White Sulphur Springs, W. Va. The 
party officially ended when the specia 
train arrived in Jackson, Miss. 


train bearing a 


Columbus Mutual Convention 


The Columbus Mutual Life sales 
congress and agency convention will be 
held at Cedar Point, Aug. 18-20. Three 
of the speakers will be Nelson L. Shul- 
tis, J. J. Davis and J. P. Wood, assist. 
ants to the president. Mr. Shultis has 
been in the south organizing that terri- 
tory, Mr. Davis in Indiana and Mr, 
Wood in Texas. 

The company’s business the first half 
of this year ran slightly ahead of the 
production for the first six months of 
1929. 


Provident Life Convention 


The Provident Life of Bismarck, N 
D., is holding its general agents’ confer. 
ence in Rapid City, S. D., this week. 
General agents from North and South 
Dakota, Minnesota and Montana are in 
attendance. Dr. C. J. Rockwell, the 
life insurance educator, is featured on 
the program. A school for new agents 
was held at Rapid City two days pre- 
ceding the conference effected by Sec- 
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agen retary and General Manager F. L.| B. Korady, has gone to the head office,| annual meeting at Milwaukee will be| cult, surrendered to the prosecuting at- 
gomer Conklin, C. C. Hoskin in charge of | stopping enroute at Detroit. The Con-| able to obtain round trip railroad fare | torney in Detroit Tuesday. They are 
On, Con. agents and Agency Secretary J. J. Ca-| necticut General has not yet filled the| and a half rate provided there is a alleged to have defrauded Detroit peo- 
plice. Chicago position. minimum attendance of 150, which is| ple out of $75,000 on an insurance Swin- 
Ne offic, —— -—-— - almost assured. Those going to the meet-| dle. Death benefits of $500, with double 
or New Des Moines Life & Annuity Meeting Starts Life Branch in Canada ing must secure certificates when pur-| indemnity for accidental death, were of- 
sea t rs , ; chasing their tickets to Milwaukee, fered to members under 50 years of age, 
1ree-day The agency force of the Des Moines The Prudential Assurance of England cmedeiemminmi according to the Detroit Better Business 
n Ney Life & Annuity will hold | its annual | js; making arrangements to write ordi- Chambers Asheville Manager Bureau. The policies were issued by 
_Of the comrerence at Lake Okoboji, Ia, Au-| nary life insurance, both participating The Occidental Life of Raleigh, N. C the Chicago National Life, which is un- 
Nationa gust 26-28. The officers of the com-| and non-participating, in Canada from], *"¢ Occidental “ite of Kaleigh, *. C.| licensed in Michigan. 
iz the pany will be present and it is expected | about Sept. 1. Charles C. H. Drake is has _appointed Me Elbert Chambers, Se = 
he pro- that 150 agents will be in attendance. organizing life manager and actuary for ville H oF its f —— yee oh — McCarter With Lincoln Resehve 
Poet oes : ace ea od Sank | Ville. e was formerly with the Con- rahapeapeeegiye 
— Rockwell at Rapid City ee ee ee — necticut Mutual and more recently with The Lincoln Reserve Life of Birming- 
: : " s ~ ae sien —. the Reliance Life. At the time of the| ham has appointed G. S. McCarter 
ring " : ‘ 2 4 y firs re y > 3 pal. ; ~ ae “ © _ = . 
eB The Midland National Life of Water- = . ames = be o Montreal The termination of his contract with the Re-| superintendent of agencies. He has for 
suran town, S. D., held its agency con-| Company will not do industrial busi-| ;. ; : ee sega ‘ gee : : ee 
ded in : Rapi ea . » | ness in Canada for the present liance he had completed three and one-| 12 years been connected with the ex- 
The vention = apid ¢ ity, S. D., Aug. 4-6. , aay pees half years of consecutive weekly produc- | tension work for two life insurance com- 
_ The Dr. C. J. Rockwell was the speaker. . tion. He has also won a number of na-| panies and was for five years a state 
ped i Siiaieaiee ities Fare and a Half to Milwaukee tional honors in production contests. supervisor of Aetna Life. The Lincoln 
The Capen “1 = Home Office The Insurance Advertising Confer- Cult Officials $ 4 oe Life ss rated as second largest 
special George C. Capen, assistant superin-| ence announces that through the coop- t cialis surrender Alabama company. 
tendent of agents of the Connecticut | eration of the Millwaukee Association William Estep, head of the Ancient te r 3 - 
: General Life, who has been in Chicago] of Commerce and the Western Pass-| Order of Temple Builders, and Dora L. a em hn vt ge A _ 
tion since the resignation of Manager Karll enger Association, those attending the! Fillinger, said to be an official of the! tional Underwriter. 
Sale - . . 
will be JOHN HANCOCK SERIES 
Three 
Shul 
ASSist 
tis has 
t terri- rs 
a We Rel to Business Men 
7” ease to DusSsINess e 
of the 
= this story showing how lifei teed and discharged 
n 7. . 
oe payment of preferred stock and enhanced credit of a corporation 
‘onfer- 
week, 
South 
are in . ° . re ° ° 5 
1 the HEN the Lord Baltimore Hotel in Baltimore, With others interested in the management, Mr. 
od Maryland, was financed in 1927, Harry Busick, Busick invested his personal funds in the common stock 
. . . 4 . 
s pee hotel man of experience, was selected as President and on which there was no quoted market value. 
ec: 
~—— Harry Busick’s accidental death two and one-half 
car xs oa ° arry usick Ss accidental Geath two and one-ha 
First mortgage bonds of $3,200,000 were issued : , > ans 
ia a ‘ ‘ . a , . years later demonstrated the wisdom of this arrange- 
against the property itself. 7% cumulative first pre- : 1" . . : 
ment. The first preferred stock was retired with the 


ferred stock amounting to $1,150,000 was sold to the 7” 
g to §$ ee ae Life Insurance proceeds by the Trustee, and the com- 


public at par, and in addition 20,000 shares of common ; ‘ ; , 
ene . . mon stock immediately acquired a market value of 
stock were issued without par. te 
To s , approximately $55 per share. 
o safeguard the hotel company against the possi- ’ 
bility of losing Harry Busick’s expert direction by The hotel company suffered no impairment in its 
death, the bankers who financed this corporation plan financial condition’ and was relieved of a liability of 


$1,150,000, which mitigated in large measure the con- 
sequence of loss through the death of an important 
personality. The family of Mr. Busick and others who 
had invested in the common stock also benefited by its 


required that $1,150,000 Life Insurance be issued on 
Harry Busick’s life as the first requisite, the proceeds 
of the insurance in the event of his death to be deposited 
with the Union Trust Company of Baltimore, Trustee, 


for the purpose of retiring the preferred stock. subsequent appreciation. 


| Business Insurance may be applied to large or small cases, and may cover a variety of con- 
*.* 4 © TM: \ . ° . . “ohn. ‘a . 
ditions. ‘ This Company writes all forms of business partnership and corporation life in- 


NJ "« _— T > « r € » y, M4 M od ~ P > > 
surance. We gladly answer all inquiries from those interested in these or any other forms 
of life insurance or annuities. Address Inquiry Bureau, 197 Clarendon Street, Boston, Mass. 


Sixty-seven years in business. 
%3,300,000,000 Insurance in force. 
Assets, $542,140,978. 

Liabilities, $502,453,577. 

Surplus, $39,687,401. 
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Appendix Death 
Toll Increases 


(CONTINUED FROM PAGE 3) 

rate of males had risen to 33 percent. 
The increase, according to the Metro- 
politan, may not be attributed to greater 
precision in collecting fatal statistics, be- 
cause since 1911 great care has been 
exercised in securing more complete 
statements of the causes of death from 
physicians and surgeons. 

“The subject,” the Metropolitan con- 
cludes, “is of -sufficient importance to 
warrant well founded and critical in- 
quiry into the prevailing and indisput- 
ably increasing incidence of fatal appen- 
dicitis. More than 18,000 deaths from 
the disease occurred in the United 
States during 1928. 


Lower Mortality in Six Months 


A new record for low mortality for 
the first half of any year has been regis- 
tered in 1930 applying to Canada and 
the United States. The death rate of 
colored people has never been so low 
for the single section, The Metropoli- 
tan Life says the improvement has prob- 
nded to all ages of all races. 
Tuberculosis is recording a death rate 
far below the previous minimum, Mor- 
tality rates from several diseases which 
are important factors in later life have 
shown noteworthy declines this year. 


ably exte 


Tuberculosis Death Rate 


The Metropolitan Life predicts that 
the persistence of the strong downward 
tendency in tuberculosis in mortality 
supports the suggestion which it has 
made that by 1940 its death rate will 
be well on toward 40 deaths per 100,000 
population, The figure for the first six 
months was 85.6 deaths. There was no 
wide-spread prevalence of influenza dur- 


ing the winter and spring. This has 
been reflected in a considerable dec‘tine 
for pneumonia. Suicides have been a 


little more frequent than last year. The 
automobile accident mortality is higher 
than ever before. Last year the esti- 
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mated loss of life from this cause in the 
United States was 31,400. The Metro- 
politan predicts that fatalities of this 
kind will probably increase this year. 


Additional List of C. L. U. 
Degree Holders Is Given 


(CONTINUED FROM PAGE 3) 


James H. Wood, Northern Life, San 


Francisco, 
Qualify Under Special Rule 


According to rules of the American 
College, university and college gradu- 
ates may take the examinations imme- 
diately following their graduation, but 
the C. L. U. diploma is not conferred 
until the completion of three years of 
satisfactory life insurance experience. 
The existing list of five candidates, who 
have qualified under this rule in former 
examinations, is now increased by the 
following: 


Philip R. Chase, Northwestern Mu- 
tual, Syracuse; Edward S. Churchill, 
Phoenix Mutual, Hartford; John L. 


Hansell, Penn Mutual, Philadelphia; 
Erasmus D. Leavitt, Penn Mutual, Los 
Angeles; William F. Marquet, Equitable 
of New York, Syracuse; John C, Par- 
New York Life, Syracuse. 


“Jerry” Eubank Succeeds 
in Doubling Summer Sales 
PAGE 4) 


with many of the city’s leaders. He had 
a general agency for the Prudential and 
the Home Life of New York, but he 
was developing a brand new kind of 
agency, drawing from brokerage only 
and not having a staff of agents. The 
second year closed with six branch of- 
fices in operation, the total business 
then being nearly double the first year’s. 

Now, in the middle of the third year, 
the organization, functioning country- 
wide, is practically double last year, not 
only for the year to date, but for mid- 
summer accomplishment. In June and 


sons, 


(CONTINUED FROM 





July, when practically all agencies were 
at low ebb, he was paying for 98 per- 
cent more than last summer. This is 
remarkable in that most large agencies 
have been writing up their losses in the 
brokerage side, which has always been 
the first to ebb under pressure of un- 
satisfactory conditions. Mr. Eubank, 
drawing on this very field, but putting 
its efforts on an efficiency basis, has 
doubled his business. He expects that 
in another year or slightly more he can 
give out figures that will show his of- 
fice to be the leading general agency 
in the country. And the growth of the 
past two years makes that a probabil- 
ity. 
Keen Builder and Organizer 

One of the reasons behind this re- 
markable development is that Mr. Eu- 
bank believes firmly in the place of the 
broker among life underwriters. He 
believes that the broker can be and is 
becoming as well versed on efficient life 
underwriting as the life specialist. To 
further this, he recently augmented the 
services of his office by consolidating 
with it the firm of estate planning ex- 
perts known as Trustate Corporation. 
Another factor is Mr. Eubank’s keen 
ability in selecting and training men for 
development, this being illustrated not 


only by his present national organiza- 

tion, but also by the outcome of the 

old Hart & Eubank agency. 
Executives Recruited from Agency 


There are now about 50 life insurance 
executives scattered among almost as 
many companies, all of whom received 
their early training under the Hart & 
Eubank regime. At least two are com- 
pany vice-presidents several are home 
office agency superintendents or assis- 
tant superintendents and the remainder 
are agency managers or general agents, 
including a number who have since be- 
come eminent in their own right with 
their own agencies. Further, one of 
his assets has been his cool, quiet ad- 
ministrative efficiency, for he always 
looks as though his duties consist of act- 


NOW UNDER WAY 


REPRESENTATIVES ARE NOW BEING SELECTED FOR 
PERMANENT APPOINTMENT IN CHOICE TERRITORY 


GET IN ON THE BENEFITS THIS PROGRAM PROVIDES 


FOR FURTHER INFORMATION WRITE TO 
DR. F. H. SCHOLLE, MANAGER OF AGENCIES 


NORTHERN STATES LIFE INSURANCE 


(IN THE GREAT CHICAGO - CALUMET DISTRICT) 


HAMMOND 





— INDIANA 





ing as welcoming committee. Mr. | 
bank is a hard worker, but never see; 
to be working hard, for he enjoys ; 
work, which is a game to him. 


W. T. Shepard to Address 


Advertising Confereng 


Walter T. Shepard, vice-pres 
the Lincoln National Life, Fort 
Ind., has accepted an_ invitat 
speak before the life group of 
surance Advertising Conference 
annual meeting in Milwaukee, S 
Oct. 1. Mr. Shepard is easily o1 
outstanding agency men of the |! 
He has been with the Lincoln 
for 21 years. He is a member 
executive board of the Life Ag 
ficers Association and also the 


surance Sales Research Bureau. 





How Resourceful Agent Is 
Building His Prospect List 


Whenever H. H. Kidd of the 
West Virginia agency of the Lin- 
coln National Life has occasion 
to call a friend on the telephone 
he glances at the other names near 
it and then the conversation is 
likely to run like this: Assuming 
that he is calling John Donnelley, 
he notices that Richard Donnelley, 
druggist, is listed near. “Is Rich- 
ard Donnelley the druggist re- 
lated to you?” “Sure, he is my 
uncle.” “Is that so, I didn’t know 
that. About how old is he? He has 
two youngsters, hasn’t he?” “Oh, 
yes, three of them.” “Good, I am 
going to call on him. When do 
you think is the best time to call?” 
Then, of course, Richard Donnel- 
ley is his next prospect. 




















Augu: 











ust 8, 199M August 8, 1930 LIFE INSURANCE EDITION ll 








Mr. E <=] | qualifications for the new men to be] thropy that tells a production story, for 
ever seen | brought in, emphasizing his willingness] it was announced that during the 
enj st AS SEEN FROM NEW YORK | to work and support himself for four | month’s anniversary drive one child 
_ By C. C. NASH, Jr. |] | months, his ability to use at least 50] would be sent for each $100,000 of new 

_— ———————— (Nash Of the pe contacts, his belief in insurance demon- business—which means $1,500,000, with 











strated by a reasonable amount on his 

















dress NEW YORK LIFE BUILDING can earn from $25 to $600 for each new | own life and his general grouping be- the best week of the month left. 
fe: The New York Life home office build- | ™2" acquired, and another offer of $5 | tween ages 25 and 50. —_—_—_— 
arerence a me of the Snest and by many for each interview arranged with a pro- | -* * Annual Outing Held 

consid red the finest all around large on a a a ae PHILANTHROPY AND SALES | The annual summer outing of the 
resident home office building of any reg 4 in MT hendene eee The Keane-Patterson agency of the | northern Indiana association of the Met 
rt Ay! Amer! ie! ‘iff not in the world oh the agents, citing the well rounded | Massachusetts Mutual Life reports that | ropolitan Life agents, was held recently 
itation 1 mgnt © be yet of opin — — agency as the one which grows in man! within three weeks recently it | at Lake Wawasee, Ind L. H. Gross, 
oO e | aS ng =— prefer the power as it grows in business and the had sent 15 poor boys or girls to the | Gary, is president. H. R. Duflon of 
ce at } Mutual Benefit new building, but it is il i aa -neclatel ; qf a oe. nency superintendent, was 
Bandy not of the type of the large modern of-| W¢ rounded agent as one who aids in| country for summer vacations in out- | New xo Py = is , 
Party fee building. The E quitable has a great this dual development, lists some of the | door camps. That is a bit of philan- ! the principal speaker. 
= elas building and of course the Metropolitan | ~ ~~ — ————— 
n Natios has stood for years as one of the great | 
ber of t towers and office buildings of the world. ; 
o The Mutual Life is still in its old build- 
e Life] ings in down-town New York and | ANKS 
au. shows no signs of being dissatisfied with 

its quarters. . - Lif 

The rumors that the Metropolitan | To the Continental American 1re 

vould build a 100-story office building | 
ent Is adjacent to its tower which would be} 
ct List the tallest office building in the world TH E M I N N ES OT M U TU F 

proved to be only rumor, although the | A A 

foundations will provide for many more 

tories than will at first be erected. 


+ In t old days the thought would 

: n- , ; 

ecasiens have n uppermost that the Metro- | 
politan would out-do its near neighbor, | 


eph ‘ ; > : ed 
phone e New York Life, but such rivalries 
es near 


tion are not as fashionable as they once | OF SAINT PAUL 

a vere. If the Metropolitan should build | 

Danny a great bul Iding there would probably | 

inelley, be very little “crowing” over the New | ° - ° — ° | did 
unali York Life if the new structure happened | Following a long established practice of giving to its splendl 
} ich- to } 


et he seceag tage LS aghylleoet Field Force everything to sell that is good in Profit-sharing Life 
is my petitions seem to have been passed into | Insurance—ANNOUNCES 

t know the discard. In their place have come 
He has friendly golf and bridge competitions 


70h |B anons the various sets of officials who THE FAMILY INCOME BOND 


iinted with one another and 





nen do incid tend to subdue a bragadoccio 
a ae a atyle. Which provides on $10,000 of Insurance, a Monthly Income of 
PLAN $12,500,000 PAYMENTS $100 for either 10 or 20 years with full face amount payable at the 
— : As the commissioner of public wel- end of either period. For illustration—age 25—— 
ae are i New Y¥ ork, Frank z , laylor, 
r begins the work of making pension pay- 
{ ments under Se es - — be 1. A CLEAN-UP Fund is provided through the yearly 
reiel » he estin es i yi, cr ° . . 
sons in the state will be eligible, of dividends—which purchase without examination, one 
which about 20,000 or 21,000 will be in| ° . : 
New York City. He has stated that | year term insurance. Amount payable for instance in 
H there 350,000 in the state over 70, | 
the age requirement, of which 150,000 | event of death the first month of second year, on 
wig ion So ~ ——— oA ys | present dividend scale*...............e ee ee cece eeees $ 3,044 
need of state aid. The cost for caring 2. $100 MONTHLY INCOME for 19 years (228 months). 22,800 
lor thi is estimated at $12,500,000 an- | % 
nually for the state, of which $5,000,000 | 3. Surplus interest of 142% for 19 years*.............-+- 2,850 
will be paid to New York City aged. . . ; 
It is believed that many who are now | 4. Face Amount—which could still be left under the in- 
k in state almshouses will utilize this : — ; 0/ * 
; State | to leave the institutions and come options present interest rate 5 /o ey er er -_10,000 


ive, independently. | Aaa ae RP RESP ARG ARSE Pepe cs mre $38,694 
} This nti re program is the largest | 
/ Total Disability and Double Accident Benefits optional. 


init of pensioning as yet undertaken in | 
( try and is being closely watched | 
. 
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i countrywide. As a result of this step i 
in New York, with similar action in *Based on Present Dividend Scale and Interest Rate. Not Guaranteed. 
Mass usetts last year, legislatures in 
as pra lly every state will have before 
<9. the t the coming sessions some such 
form of state relief or actual pension 
plans, Life companies are greatly con- Business for 1930—Our Fiftieth Anniversary—C ontinues showing splendid in- 
cerned, as this is the first inroad into or - wy h M nll be , 
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What Is the Cause of the Slump? 


Wuat is the cause of the big slump in 
life insurance since July 1. That is a 
question which officials are asking them- 
selves particularly after such a splendid 
June. 

Some ascribe it to the effect of the 
drive by a number of companies to get 
in as much business as possible before 
July 1, to take advantage of the old dis- 
ability rates. No doubt this is partly 
accountable in the case of some compa- 
nies. But almost all the companies seem 
to be feeling the slump. 

It might be ascribed to the stock 
crash but that happened last October 
and November and business has been 
good up to July 1 in spite of it. How- 
there is also something in this 
theory, undoubtedly. The life compa- 
nies benefited partially from the panic 
in common stocks and many prospects 
rushed to cover knowing that at least 
the life companies were safe. With re- 
turning confidence in general business 
this argument is losing some of its edge 
while the psychology of business depres- 
sion and unwillingness or inability to 


ever, 


buy remains to discourage the agent. 
Some agents are now feeling those re- 
actions keenly whereas they were not 
affected earlier in the year. 

Perhaps the most sensible solution of 
the slump offered is that the weather 
was so hot in most sections during a 
good part of July that it was simply 
impossible to interest the prospect or 
keep up the necessary energy on the hot 
days. It is quite possible to sell in- 
surance during ordinary hot weather 
and agents who stay on the job with in- 
telligence during the hot months write 
as much business as usual, but the July 
heat was extreme. 

At any rate one company after an- 
other reports a slump in business during 
July and some of the larger companies 
are millions behind. 

However, a feeling of optimism pre- 
vails in the home offices as to remainder 
of the year, as company officials know 
that in much harder times than these 
business is written in the usual volume 
by the agents who keep steadily on the 
job. 


Explaining the Policy 


Seconp Vice-PresipeNt L. Seton LINp- 
say of the New Yorx Lire in a_ mes- 
sage to his agents brings out the point that 
it is vital to the understanding and satis- 
faction of the policyholder to know the 
main features of the contract. He sug- 
gests that an agent sit down with his 
policyholder and explain its advantages 
and provisions. The holder should have 
pointed out to him the functions of a 
policy and be shown what it will do for 
him and his beneficiary. 

There are twisters abroad these days. 
They use subtle and insidious arguments 
and methods to get policyholders to 
change. The policyholder, not being suf- 
ficiently acquainted with his existing policy 
will listen sometimes to the siren song. 
He feels he has an insurance policy and 
that is about all. If he grasped the sig- 
nificance of the contract and appreciated 
its coverage, the manner in which it works, 
its automatic previsions, its sheltering 
arms, he would hesitate a long time be- 
fore he gave it up and made a change. 


A policyholder should be satisfied not 
only with his company but his policy. He 
should know that it will meet his definite 
needs. He cannot have a perfect under- 
standing unless the agent interprets the 
policy phraseology to him. Each policy 
has its distinctive features. It would be 
idle and unwise to attempt to go into 
actuarial details. The policyholder is in- 
terested in the salient characteristics of 
the contract and he should know what 


makes “the wheels go round.” 
Mr. Linpsay in his advice to agents 
Says: 


“Sit down quietly with each one of your 
policyholders, at some stage of the pro- 
ceedings, and point out, or restate, all the 
important features in the contract. An in- 
terview of this kind will assure him that 
you are trying to render real service, par- 
ticularly if it occurs after the transaction 
has been closed, and he realizes that you 
have had your commission, and are there- 
fore performing this service for his bene- 
fit and not for your own.” 





James Victor Barry, 4th vice-presi- 
dent Metropolitan Life, has returned to 
New York after a vacation with Mrs. 
Barry in Europe. Mrs. Barry is re- 
maining abroad until September. 


Dr. Charles M. “Whicher is dead in 
Des Moines at the age of 59. He was 
medical director for the Equitable Life 
of New York in Des Moines, the 
Homesteaders Life and the Farmers Un- 
ion Life. 

Reginald S. Fletcher, superintendent 
of agencies of the T. Eaton Life of To- 
ronto, died in Hamilton a few days ago. 


John A. Reynolds, recently made 
president of the Detroit Life, which is a 
unit of the Insurance Securities Cor- 
poration of New Orleans, is receiving 
the congratulations of his friends on 
the birth of a son, James Lawrence. 


C. I. D. Moore, vice-president Pacific 
Mutual Life, has returned to the home 
office following an attack of “flu” which 
has kept him disabled for three months. 
The agents are honoring him in August 
by putting on a special campaign. 


A. C. Larson of Madison, Wisconsin 
state manager of the Central Life of 
Iowa, was recently elected a director 
of the Commercial National Bank of 
that city. 

Henry J. Powell, general agent at 
Louisville for the Equitable Life of New 
York, who recently landed in Glasgow, 
Scotland, will go to London for ten 
days, spend two weeks in Paris and re- 
turn to New York Sept. 6. 


G. N. Wallace looms as a promising 
addition to the life insurance fraternity 
in Detroit. Mr. Wallace became a 
Bankers Life of lowa salesman June 2. 
In his first month under contract he 
produced new paid-for business of $68,- 
500. By the close of July his total had 
mounted to $100,000. 

Not all people get the opportunity to 
combine business with pleasure and visit 
places of unusual interest. But Dr. 
Charles J. Rockwell does it the year 
around. This week he is at Rapid City, 
the gateway to the Black Hills of South 
Dakota, visiting the places made fa- 
mous by Deadwood Dick, Wild Bill, 
Buffalo Bill, Calamity Jane and others 
of the wild and woolly west days—and 
addressing the two-day convention of 
the Midland National Life of Water- 
town, S. D., which he follows up by a 
three-day educational conference + for 
the Provident Life of Bismarck, N. D. 
He does insist, however, that the neces- 
sity to talk does encroach on the time 
for fishing. 

Henry Leivestad of Fargo, N. D., 
agency director for the New York Life, 
was married last week to Miss Lois 
Pool, daughter of Mrs. Herbert N. Pool, 
Redfield, S. D. 

J. Wylie King, general agent of the 
Volunteer State Life at San Antonio, 
has been critically ill following an op- 
eration. He is now on the mend. 


O. F. Gilliom, widely known Lincoln 
National representative w ho has built a 
great insurance agency in a town of 
2,000 and who has a record of consecu- 
tive weekly production of more than 
826 weeks, is elected to the board of 
trustees of Bluffton College of Bluffton, 


Ohio. Mr. Gilliom takes an active in- 
terest in many educational, civic and 
religious organizations. He is presi- 


dent of the chamber of commerce of his 
town, a state leader in the Christian En- 
deavor, a widely known Bible sckool 
worker. 








Leader Dead | 








HOMER O. WILHELM 


Homer O. Wilhelm, president of H. 
O. Wilhelm & Co., general agents in 
Nebraska and western Iowa for the 
Northwestern National Life with head- 
quarters at Omaha, died last Thursday 
morning in Denver. He had been in 
failing health since February when he 
had an operation for his throat. He 
went three weeks ago to Denver to 
take advantage of the climate, visiting 
his sister. He returned to his office 
after his illness in February but found 
that he could not go on with the work. 

He joined the Northwestern National 
in 1916. His agency produces about $4, 
000,000 a year in new business. It has 
insurance in force amounting to $21- 
000,000, He was a native of Ohio, hav- 
ing been born at Zanesville, Aug. 21, 
1887. He went to Omaha 20 years ago 
He was vice-president of the National 
Association of Life Underwriters and 
as national committeeman represented 
the Omaha association on the execu- 
tive committee. He was a director of 
the Y. M. C. A. and chairman of the 
insurance committee of the Omaha 
chamber of commerce. His funeral was 
held Monday. 





“Life Payments Number” 
Shows Insurance Value 





Newspapers this year have in 
many cases given large space to 
data taken from the “Life Pay- 
ments Number of THe National 
UNDERWRITER, issued last week. 
Some of them have given their 
stories the “prosperity” angle, but 
others have not been blind to the 
insurance phase. A typical com- 
ment is made by the “Evening 
Times” of Moose Jaw, Canada. 
After a long review of the Ca- 
nadian figures the “Times” con- 
cludes: 

“These facts go to show that 
life insurance is not an ‘expense’ 
to the family or the insured, but 
the surest way of saving and 
building up an estate. Life insur- 
ance is the most stable business 
in existence because policyholders 
make small payments spread over 
a number of years, making pro- 
vision for the great catastrophe 
in the lives of their families. By 
this method every policyholder 
contributes to the economic sta- 
bility of the country, and to the 
social well-being of the people.” 
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If 


you live in lowa 
or Illinois 


you are fortunate because 
these two states are being ex- 
tensively developed by the 
Bankers Life of Nebraska. 


An opportunity now exists for 
capable men between the ages 
of 28 and 45 to become con- 
nected with this 43 year old 
strong conservative legal re- 
serve company as general 
agents in the above two states. 


Men with successful life in- 
surance experience who can 
secure and handle agents will 
be given a general agent’s 
contract which will insure 
success. 


If a plan of Home Office sup- 
port and aid in developing 
agents and territory interests 
you write for information. 
Besides Iowa and _ Illinois 
there are agency openings in 
Missouri, Ohio and Pennsyl- 
vania. 


BANKERS LIFE 


INSURANCE COMPANY 
of Nebraska 


Home Office, Lincoln, Nebraska 
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AY ARCHITECTURAL LANDMARK OF DIGNITY 
AND BEAUTY, this building is primarily an ideal 
workshop. Its 3,800 employees enjoy the maximum of 
good air, sunlight and quiet possible in the intense life of 
Manhattan, as well as 20th Century utilities and conven- 


ience that multiply human efficiency in the day's work. 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY . . . . President 
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Prospects Ave Interested 


We offer you the following facilities which interest 
your prospect in our company and agency. 


A company that offers an unusual direct 
mail prospect campaign. 


An outstanding, beautiful agency home in 
which to work and bring your prospects. 


The opportunity to associate yourself with 
successful underwriters. 


An atmosphere of friendly cooperation in 
which to work. 


A fully equipped agency medical department. 


Men interested in becoming successful Life Under- 
writers or those desiring new connections with 
an aggressive well-known agency should write in 
confidence. 


Darby A. Day Agency 


The Union Central Life Insurance Co. 
23rd Floor, Bankers Bidg. State 5200 


CHICAGO, ILLINOIS 


INSURANCE 
ADVERTISING 
CONFERENCE 


Meets in Milwaukee 
September 28, 29, 30—October 1 


Dollars and Cents ideas for every insur- 
ance advertiser and company executives on 


ADVERTISING—SALES — PUBLICITY 


BE THERE 
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LIFE AGENCY CHANGES 














New Offices in New Jersey 


Provident Mutual Life Announces Open- 
ing of Two New General 
Agencies in That State 





Two new general agencies in New 
Jersey have been opened by the Provi- 
dent Mutual Life. The agency for the 
northern part of the state will be lo- 
cated at Newark, under the supervision 
of General Agent Alexander F. Gillis. 
The central New Jersey agency will 
have its headquarters at New Bruns- 
wick under the direction of General 
Agent Bert H. Stowell. 

These branches were opened as the 
result of splitting the territory of the 
old New Jersey agency under Louis F. 
Paret, general agent. After the opening 
of a new office at 17th and Chestnut 


streets, Philadelphia, a few months ago, | 


Mr. Paret found it increasingly difficult 
cover the entire state, and recom- 
mended the promotion of two of his as- 
sociate general agents to complete 
charge of their territories. Mr. Paret 
will still retain the Philadelphia office 
and the south Jersey territory with 
headquarters at 501 Cooper street, Cam- 
den. 

The New Jersey agency has always 
been a leader for the Provident, con- 
sistently ranking among the first three 


to 


agencies. The 1930 business bids fair 
to exceed the best previous production 


by $1,500,000 of new insurance. 


Rossell & Phillips 


The Pan-American Life has appointed 
the new firm of Rossell & Phillips, Mont- 
gomery, Ala., as general agents for cen- 
tral and southern Alabama and north- 
west Florida. N. R. Phillips has been 
connected with the Pan-American for 
several years and Ray R. Rossell is 
president of the Rossell Bond & Mort- 
gage company. Offices have been estab- 
lished in the Vandiver building. 


S. M. Williamson & Co. 


The National Life of Vermont has 
appointed S. M. Williamson & Co., 115 
Monroe avenue, Memphis, general 
agents for west Tennessee. 


R. A. Daniell 


The Acacia Mutual Life has appointed 
Reginald A. Daniell manager of its 
Pittsburgh office, which includes western 
Pennsylvania. Mr. Daniell had been 








superintendent of the Rosenbaum Com- 


Evans Has New Coast Pog it j:cio 


General Agency Appointee of Atlanjj, 


Life at Los Angeles Has H 
Wide Experience 





John Latham Evans has | 
pointed general agent at Los 
for the Atlantic Life of Richn 
started his insurance career as 
for the Penn Mutual at Bristo! 
Va. He was later with the Pho« 
tual doing supervisory work in 
Tennessee, working out of th 
ville office. He was also wit! 
D. Drewry office of the Mutu 
fit for a time at Chattanooga, d 
same type of work. 

From 1918 to 1920 he was ag 
the Penn Mutual district 
southwest Virginia under the 
Diggs general agency of Richn 
then moved to California, work 
the Los Angeles office of the 
ticut Mutual until he linked 
the Atlantic. He is 48 years ol 
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Life Agency Notes 








Sheldon Beanblossom of F\ 
Ind., has been appointed gene: 
of the Peoria Life. 

*x* * * 

The Pan-American Life has 
these district managers: E. C. M 
Moines; T. C. Strong, Jeffers 
Mo.; J. Albert Fugate, Logansp 

* * 
Southern States 
pointed Neil Tarbet general 
Jackson, Tenn. Mr. Tarbet 
of the insurance department of t 
ray, Rice & Taylor Co. in tl 

* 2 2 

Harry W. Livingston 
moted to district manager 
la., for the Mutual Life of N« 

Ss 

J. M. Mason has been appoint 
superintendent of the Memphis 
of the Columbian Mutual Life. 

*x* * * 
Mutual Life 
Howard C. Lare district man 
Iowa City, Ia., and adjacent 
Mr. Lare was formerly in the i 
business at Chicago Heights, I]! 
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Life Trust Council Formed 


Boston Bankers and Underwriters Join 
in Organization to Promote 
Mutual Interests 


Trust officers and life insurance men 
interested in life trusts at Boston have 
formed the Boston Life Insurance 
Trust Council to study estates. Pre- 
liminary meetings ended in completion 
of the organization Aug. 1, adoption of 
articles of association and appointment 
of a committee to nominate officers for 
election at a meeting early in Septem- 
ber. 

Objects of the council are to promote 
interests of members, further the growth 
and scope of life trusts work, and to 
serve in advisory capacity. The coun- 
cil has no power to bind members. 





Membership is to consist of trust offi- 
cers and life underwriters. Annual | 
meetings will be held the first Monday | 
in May and officers will consist of an | 
executive committee of six members, 
three trust officers and three from in- 


surance; a president, vice-president, set 


retary and treasurer. Dues 


year. 
H. N. Andrews, trust officer ‘ 


ony Trust Company of the First 


tional Bank, was chairman and 
the following nominating con 
Charles Weston, Atlantic N 


Bank; Norman W. Hall, Peabody) 


Company, and William Her! 
State Street Trust Company; I 
W. Ganse, John Hancock 
Merle G. Summers, New Engla 
tual, and Leon Mordecai, Equit 
Iowa. 
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Celebrate 100 Million Attainment 


At a luncheon in Pittsburgh attendee 


by 150 home office executives a 
ern Pennsylvania representati 
Reliance Life celebrated the atta 
of $100,000,000 of insurance in 
Pennsylvania. 

H. T. Burnett, manager of t 
ern Pennsylvania department, \ 
charge of the luncheon, which w 
lowed by a meeting inaugurating 
campaign in August and Sept 
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Because Captain Kellogg so well ex- 
tmplified the ideals of the Connecticut 
luteal, he was selected to lay the cor- 

erstone of the present home office 
bil ng in 1925 and to make the ad- 
“ress on that occasion. 
Harry L. French, Maple Bluff, Wis., 
tpovect agent for the Northwestern Mu- 
son wife, and Miss Mazie Mason of Madi- 


1930 


August 8, 








=—— 
Field Supervisor P. O. 
. 
jvency Instructor D. G. Macpherson 
were speakers. 


Woods Agency Makes New Record 


PITTSBURGH, Aug. 7.—Business 
¢ # tions in this territory appear to be 


tasically sound as reflected in the 
shievement of the Edward A. Woods 
svency, Which hung up a new three-day 
«cord for the month, making it the 
eatest July in its history. Some 1,274 
- ple a :plied for $7,231,998 of regular 

insurance. The amount of prem- 


ms received for the month was $162,- 
a 

The Woods soy ty golden jubilee 
vear runs from Nov. 1, 1929, to Nov. 1, 
1930, in which period the quota is $100,- 
0.000 of new paid for insurance. On 
\ug. 1 the agency’s total paid for on 
this program was $77,000,000, which is 
2000,000 ahead of quota. 

President Duff anticipates a splendid 
\ugust in view of the fact that there 
; $10,000,000 of outstanding business 
to be issued by the Equitable and since 


Colson and | the first day of the month opened with 


56 orders for $245,000 of insurance. 


Bailey Gases Title 


At his own request, John H. Bailey, 
district manager John Hancock Mutual 
Life at South Norwalk, Conn., has re- 
tired from active supervision of the 
agency and become deputy district 
manager, Aug. 2. Mr. Bailey has been 
with the company 40 years. He was 
succeeded by Allesandro R. Serena, for 
four years assistant at New Haven and 
associated with the company since 1915. 


Three Applicants Qualify 


When the New York state civil serv- 
ice commission conducted an examina- 
tion for assistant actuary in the insur- 
ance department three out of the 15 
applicants qualified. Morris F. Lipco- 
vitz of Brooklyn stood first, Julian M. 
Miller, New York insurance department, 
New York City, second, and Herbert 





Feay, ordinary research section, Metro- 
politan Life, New York City, third. 
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Civil War Officer Completes Fifty 
Years of Service for Con- 
necticut Mutual 
Capt. Robert H. Kellogg, who has 


many times had occasion to review ex- 
citing events which occurred 50 years 
previously, is now looking back on his 
half century of service for the Connecti- 
cut Mutual. A resident of Delaware, 
0., Captain Kellogg now has the title 
f supervisor of agencies. He attained 
50 years with the Connecticut Mutual on 
Aug. 1. His mail has been filled with 
messages from his colleagues and of- 
ficers of the company, among them Dr. 
Charles D. Alton, medical referee, who 
has been with the Connecticut Mutual 
and Samuel K. Coff- 


lor 55 years, 

man, general agent at Columbus, who 
presented Mr. Kellogg with a bouquet 
of 50 roses. 


Captain Kellogg had memorable ex- 
periences in the Civil War. He joined 
the 16th Connecticut Volunteers at the 
age of 18 and participated in southern 
campaigns for three years. He left the 
service with the title of sergeant-major. 
Following the war he recorded his ex- 
periences in a volume, “Life and Death 
in Rebel Prisons.” 

Later Became Captain 


The Connecticut Mutual’s veteran 
later became captain on the staff of Gen 


Charles H. Prentiss of the National 
con His portrait, because he was 
a typical soldier, was erected in bronze 


on 1 the capitol grounds in Hartford, “In 
nemory of the men of Connecticut, who 


suffered in southern military prisons, 
1861-1865.” 
On Aug. 1, 1880, he became a pro- 


ducer for the Connecticut Mutual. Less 
than a year later he was appointed gen- 
ral agent, with office at Hartford, for 
all of Connecticut except New London 
aid Windham counties and the city of 
New Haver 
In 1883 ( "aptain Kellogg was assigned 
inati as general agent for Ohio. 
: district superintendent of 
agencies in 1886 and moved to Delaware 
in 1902. In 1907 he was appointed super- 
visor of agencies, in which capacity he 
fas served ever since. 








married last week 





Many Central Western Staffs Hold 
Informal Meetings Before French 
Lick Gatherings 





Many agencies in the central depart- 
ment of the Equitable Life of New 
York, whose headquarters are at Chi- 
cago under William Rothaermel, super- 
intendent of agencies there, are holding 
agency meetings throughout the terri- 
tory preliminary to the big meeting at 
French Lick Sept. 15. The Haviland 
agency of Chicago had an outing and 
business meeting at Nippersink Lodge 
this week at which Mr. Rothaermel 
spoke. The Samuel Lustgarten agency, 
also of Chicago, will meet there next 
Monday and Tuesday and W. W. Kling- 
man, vice-president, is expected to at- 
tend from the home office. 

The Kellogg agency is the only one 
of those situated at Chicago which will 
not meet at Nippersink, but this agency 
will hold its outing at Saugatuck, Mich. 
The Minneapolis agency of W. J. Keat- 
ing will meet in the Black Hills. 


Process Provision Not Exclusive 


Answering an inquiry from Leo H. 
Lowe, director of trade and commerce, 
on the question of service of process, 
the attornev general of Illinois holds 
that while the recently enacted statute 
requires foreign insurance companies to 
appoint the director of trade and com- 
merce as attorney for service of process, 
this provision of the statute is not ex- 
clusive and that service of process on 
litigated matters may be had on a bona 
fide agent of such foreign companies 
operating in Illinois. 


Equitable is Well Ahead 


The Chicago agencies of the Equit- 
able Life of New York paid for $5,513,- 
703 of business in July, which was a 
substantial increase over July a year 
ago. For the seven months these agen- 
cies have $49,329,397 paid business, 
which is well ahead of last year. Com- 
plete returns have not been received 
from all agencies in the central depart- 
ment under the jurisdiction of William 
Rothaermel, superintendent of agencies 
at Chicago, but his office agencies out- 
side of Chicago have done about as 
well. 


Has Novel Stimulation Plan 


A. C. Larson of Madison, state man- 
ager of the Central Life of Iowa, has 
adopted a novel method of stimulating 
business during the summer months. In 
July each man was put on a carefully 
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Tough Times? 
NO--- 


for the Widow and Children of the Hus- 
band and Father who, through wise fore- 
sight left it to Life Insurance to cancel the 
Mortgage and supply their Needs— 

. * 7 


Not 


Not for the Sons and Daughters of a thoughtful Parent who, passing 
on, left it to Life Insurance to secure to themt Educational Training 
or help them embark in Business— 

* om * 

Not for the Business Man whose partner, like himself, insured in his 

favor and left it to Life Insurance to enable him to purchase the 


interest of de 


cedent’s estate— 
* * * 


Not for the Professional Man or Woman who is leaving it to Life Insur- 


ance to give c 


and build and 


Not for the Me 


thropist whose 


thing except 


quickest, surest, 


Not for the 


Clerk, 


ourage, comfort and hope the while they plan and strive 
succeed— 


* * * 
rchant, the Investor, the Capitalist, even the Philan- 
assets may, for a time, become mostly any and every- 
Ready Cash—Life Insurance is the world’s quietest, 
cheapest Money— 
* * . 
the Salesman, the Teacher, the Laboring Man, 
whether employed or temporarily idle, if they, too, have been fore- 


sighted and wise, 
ever Continge 


Not for the 
feels 
into the High 
industrious 
Benefits explai 
made 


Underwriter, 
conscientiously 


men 


and kept their Life Insurance in reserve for what- 
noies— 

* . * 
man or woman, who loves Humanity and 
impelled to carry the Gospel of Life Insurance 
ways and By-Ways where thousands of intelligent and 
and women are waiting and anxious to have its 


ned—to have their Road made Brighter through their Load 


Lighter— 


Address John M. Sarver, President 
THE OHIO STATE LIFE INSURANCE COMPANY 


LIFE 


Columbus, Ohio 


HEALTH ACCIDENT 

















prepared quota and all who made their 





UNLIMITED OPPORTUNITIES 








HOME OFFICE 





You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 








Participating 


Non-Participating 


Sub-Standard 


Preferred Risk 
Pay-Roll Deduction 
Monthly Premium Life Income 


Just glance over this list: 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 
Juvenile Policies Double Indemnity 
6%, Guaranteed Disability Income 
Income Premium Waiver 
Retirement 
Age Limits: Income 
1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 


LIFE 


Jutta 


President 


MORE 


INSURANCE COMPANY 


GREENSBORO 
North Carolina 


THAN 365 MILLIONS IN FORCE 


N PRICE 
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OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 





$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 





BIG MONEY FOR THE GO-GETTER 





Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 

















WANTED— 
A MAN! 


Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 
ducer. . 
THREE years of life insurance experi- 
ence. 
Must be personally acquainted with at 
least 25 life agents. ‘ 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an ay yore field man, 
to help him i field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address P-20, care The National Underwriter 











quotas were taken to Chicago to the 
Cubs ball game. A private car was 
used, a large number qualifying. During 
August Mr. Larson has made the same 
offer to his agency force for August. 
Mr. Larson is one of the outstanding 
life insurance men of the state and un- 
der his management his company has a 
splendid volume of business in force. 


Smith to Visit Milwaukee 


George Willard Smith, president of 
the New England Mutual Life, will be 








guest of honor at the celebration of the 
30th anniversary of the A. L. pg 
= agency in Milwaukee, Sept. 26- 


“The Saltzstein agency will also have 
a school of instruction in connection 
with the anniversary observance. 





Dineen Speaks at Cleveland 


W. F. Dineen, millionaire producer 
and educational adviser of the Samuel | 


Heifetz agency of the Mutual Life of 


New York at Chicago, is sche luled to 
give two addresses on estate matte 

Cleveland in September. He w ls speak 
before field club convention of the My. 
tual Life agency of E. R. Ferguson ther. 


Sept. 18, and will address the Clevelang 
Association of Life Underwriters Sep, 

19 on “Estate Shrinkages; Their Causes 
Effects and Cures.” 


Guardian Agency Increase 
The Guardian Life agency of George 
Hoffman has done unusually well ¢ 

year, showing an increase of 13 percent 
flor the 11 month club year e: led Ju 
30 over the preceding club year of 1: 
months. The agency also has forge, 
ahead to eighth place for this clut ) Year 
as compared with No. 13 in the previ. 
ous year, and sent five men to the 
nual convention in New York. 








The 
kosh 


picnic 


Wisconsin National Life of Osh. 
held its annual home office staf 
last Saturday near Oshkosh 








IN THE MISSOURI VALLEY | 














After Unlicensed Companies | 





Commissioner Lewis of South Dakota 
Comments on Campaign of Un- 
authorized Texas Carrier 





PIERRE, S._D., Aug. 7—Commis- 
sioner Don C. Lewis is continuing his 
fight against the operations of un- 
licensed companies in South Dakota, 
and says that from the number of in- 
quiries coming to his department rela- 
tive to unauthorized insurance being of- 
fered within the state, he believes “that 
the annual sucker harvest must be on 
in full blast at this time.” 

Many inquiries have come in, he said, 
relative to the “ordinary life policy” 
offered by mail by the American Bank- 
ers Commercial Life Club of the Na- 
tional Mutual Benefit Association of 
Houston, Tex. This policy, he stated, 
is being offered by an association with 
rather limited financial resources, and 
is on the assessment plan, with a very 
liberal arrangement for compensation of 
the officers of the company writing the 
policy. The guaranty which is offered 
by the Lloyds of Texas reminds 
him, the commissioner says, of the blind 
leading the blind, because of the fact 
that the assets of the Lloyds available, 
should the guarantor be called upon, 
would be very limited. Neither of these 
companies has complied with the laws 
of South Dakota relative to insurance 
companies and are not admitted to do 
business in the state. Recourse in case 








of suits on these policies would hay 
to be had in the courts of Texas. 





Postpones Home Office Move 
The American Savings Life of Kan- 
sas City, which had planned to move 


into its home office building, the old 
Loose mansion at Armour boulevard 
and Walnut street, Aug. 1, has post- 


poned the move to Oct. 15. 





Huebner Speaks in Kansas City 


The first regular meeting of the Kan- 
sas City Association of Life Under- 
writers under President Herbert A. 
Hedges of the Equitable of lowa will 
be held Aug. 13. Dr. S. S. Huebner, 
there that day for a Massachusetts Mu- 
tual meeting, will be the guest speaker. 





Adams on Agency, Fishing Trip 

L. L, Adams, president of the Sentinel 
Life, left Kansas City last week on a 
combined agency tour and vacation. He 


conducted meetings at Waterloo, la, 
and at Minneapolis, and on his return 
from fishing in the north will hold 


agency meetings in Omaha. 


Parkinson to Visit St. Paul 


Thomas I. Parkinson, president of the 
Equitable Life of New York will be m 
St. Paul Aug. 21-23 to attend a convet- 
tion of the ican agency. Vice- 
president W. W. Klingman also will 
attend. More than 300 representatives 
of the agency are expected to be present 

















IN THE SOUTH AND SOUTHWEST 











Foust & Haley Open Office 


W. M. Harrell in Charge of District 
Agency for Massachusetts Mutual 
at Charlotte, N. C. 








A new district office of the Massa- 
chusetts Mutual was established at 1202 
First National Bank building, Charlotte, 
N. C., Aug. 2, with William M. Harrell 
as manager. This office is under direc- 
tion of Foust & Haley, general agents 
in North Carolina. Mr. Harrell is ex- 
perienced, formerly having been office 
manager for the John W. Yates agency 
of Detroit. He is a Georgian who for- 
merly was a bank cashier at Pelham, 
Ga., and has served in the Georgia 
legislature. 

The Foust & Haley agency which as- 
sumed charge of all business for the 
Massachusetts Mutual in North Caro- 
lina in April, has established a paid- 
for record in the state. The agency is 


in 214 Jefferson building, Greensboro, 


N. C. The firm is composed of Henry 





P. Foust and Alvin T. Haley. Mr 
Foust, although young, has had many 
years of field experience, dating trom 


his graduation from the University © 
North Carolina. Mr. Haley was sales 
promotion manager for the Jefferson 
Standard Life for about four years, am 
before district manager 10 


that was 

the Equitable of New York. He las 
had eight years field and home ofnce 
experience, and is a C. L. U. graduate 

The agency has its own direct we 
department under the person al direction 
of Mr. Haley who had charge 0 * 
advertising for the Jefferson Standar® 
and has been active in the Insuranc 





Advertising Conference. 


Cummings Plans Camp Meeting 


A big camp meeting and agency ¢o* 
vention will be held the week of Aug: 
18 at San Marcos, Tex., by the O. — 
Cummings agency of the Kansas U 
Life. Dr. H. A. Baker, me edical direc- 
tor, and Walter Cluff, educationa’ "” 
rector, will attend from the home © 
fice. Mr. Cluff will hold an age” 
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eduled to necting at Galveston, Aug. 25-26, for | Life of New York will hold a field 
siana agents. school at Myrtle Beach, S. C. The 


Natters jp BRLOUs 


vil] 


the Mu Recruiting in the South will be in charge of Wade H. Heavey 
son ther: lames A. Preston, senior home office and A. M. Spalding, director of agents’ 
Clevelan ecentative, and Edward H. Norene | ‘taining at the home office. Most of 
ers Sept ye educational department of Penn the South Carolina agents and some 
r Causes ets | are in Charlotte, N. C., at pres- North Carolina agents will attend. 
ost conducting a two weeks recruiting ‘ ee 
mpaign for the North Carolina terri- Thigpen Is Convention Speaker 

ise y. They will visit Charlotte, Ashe- G. H. Thigpen, insurance commis- 
t George Winston-Salem and Durham. sioner of Alabama, attended the con- 
well this "About Ay 15 following the present vention of the Bankers Credit Life, held 
} percent jm campaign schools for the recruits will at Biloxi, Miss. Mr. Thigpen spoke of 
led June gv held in Charlotte and Winston-Salem. | various phases of the insurance field in 
ar of 19 jy The Charlotte school will be under the Alabama and of changes that have taken 
s forged ppiirection of Oliver F, Roddey while the place since his term began. He praised 
lub year fg school at Winston will be supervised by President Ben I. Rapport, for his work 
rev Supervisor R. A. McPherson. in building up the Bankers Credit Life 
) the an- to its present condition. Mr. Rapport 

Hold School at Myrtle Beach had 64 representatives of the ra 
oe Commencing Aug. 12 the Equitable; present as his guests for the outing. 
ice staff —_—_—_—_— 
Kosh 




















school will continue for one week and 











PACIFIC COAST AND MOUNTAIN 











West Coast Life Men Meet 











] } 
nd Handsome Production Increase Re- 
ported at Department Convention 
ve Held in Gearhart, Ore. 
of Kan- 
Oo move Optimism was the keynote of the an- 
the old Bnual conference of the northern de- 
vulevard partment West Coast Life of San 
IS post- Francisco, held at Gearhart, Ore., 
largely because of production figures 
quoted by Vice-president Gordon Thom- 
City son, manager of agencies. In the first 
F six months applications gained 15 per- 
1¢ Kan- cent in number and 18 percent in vol- 
Under- F ume, business issued gained 16 percent 
ert A.f in number and 17 percent in volume, 
wa will f paid business gained 15 percent in num- 


uebner, 


ber of apps and 13 percent in amount, 


tts Mu- f and first year paid premiums gained 15.3 
speaker. | percent. Substantial gains also were 
reported for the northern department 

[rip by Superintendent of Agencies J. W. 
sentind Stewart. In June volume of completed 
or applications was: Idaho, 360 percent in- 
on, He | “eases Washington, 98.6 percent; Mon- 
= ie tana, 44.2 percent; Oregon, 38.9 per- 
return | cent: For the half year these states reg- 
1 hold istered more than 23 percent increase. 
There were about 75 delegates. Vice- 

president Thomson, manager of agen- 

| cies, spoke on “The Successful Life 
Underwriter,” H, J. Stewart, assistant 

of the f superintendent of agencies, outlined the 
| be mf company’s education al program. 
onven- | Throughout the conference emphasis 
Vice- | was placed on education and conserva- 
o will f tion. At the banquet Mr. Thomson 
tatives |} was the principal speaker. Arrange- 
resent. | Ments were made by J. W. and H. J. 





Stewart. 


Russell Agency Campaign 


The home office agency of the Pacific 
Mutual Life manager by John Newton 
Russell, is just closing a July campaign 
the 


lor new 


tor business designated as 
Good Old Summer Time” trip con- 
test, the inspiring feature of which is 
the choice, based on results, of 20 vaca- 
on trips, or their equivalent in cash. 
ole agency is divided into four classes, 
‘he irst being “Globe Trotters,” with 
— hrst prize trip and second prize of 
~ + the second division, “Tourists,” with 
‘rst, second and third prizes $55, $40 
and $25, 1 spectively; third, “Motorists,” 
fouch, ausing from $35 to $12.50, and 
as the “Hikers,” with prizes from 
=~» to $7.50. Awards are based on paid 
Premiums 








Arizona Concern Floods Mails 


+ Another concern is fl 


ooding the mails, 
t not being 5 


licensed so far as can be 


ig 
ony | ouiala of its home state. It is 
3 otal Mutual Benefit of Phoenix, 
life 7». is offering a $6,000 ordinary 
matce Jcy at age 35 for $66. It esti- 
es oe , et cost for all other ages at 
writ © hgure. This policy actually is 

en for doctors, bankers, dentists, 


le ins 
surance agents, merchants, judges, 








ministers, lawyers, postmasters and 
other high- -grade occupations. It states 
its business is conducted by mail and 


it does not have any agents. There are 


no loan values. 


Hill Agency Leads 


The Arthur J. Hill California agency 
of the State Life of Indiana led the 
United States in June for the seventh 
consecutive month, the 13th time in the 


last 18 months. More than $1,500,000 

new business was written in June. No 
special campaign was undertaken. 
Sales Conference in Denver 

A district sales conference of the 


Penn Mutual Life was held in Denver 
with more than 35 agents from Wyo- 
ming, New Mexico, Nebraska, Arizona 
and Colorado in attendance. John E. 
Gibbs, from the home office, presided. 


New Montana Deputy Named 


Montana state au- 
ditor and commissioner of insurance, 
announces that his deputy, William A. 
Logan, has resigned to take a federal 
position. Hugh A. Gaw, chief clerk, has 
been named deputy. 


George P. Porter, 


Jones to Visit Coast 
Frank L. Jones, executive vice-presi- 
dent of the Equitable Life of New York, 
will be the featured speaker and guest 


at the sales conference of the Joseph 
A. Sullivan agency of San Francisco, 
Sept. 3. The Peter Murman agency of 


Oakland will hold a sales conference 
the following day and will also feature 
Mr. Jones at that time. 


Shapro Starts “Moving Campaign” 

In preparation for the move of his 
agency early in September to larger 
quarters in the new Pacific National 
Bank building, Ben F. Shapro, general 
agent of the Penn Mutual Life in San 
Francisco, has inaugurated a “moving- 
in campaign.” The first agents to pro- 
duce $30,000 are to have the privilege 
of choosing their desk locations in the 
new quarters. 


Grewe Extends Field 


Manager L. G. Grewe, who recently 
established a northwest branch of the 
Continental Casualty and Continental 
Assurance at Portland, Ore., has ex- 
panded his operations to include Wash- 
ington, Oregon, Idaho and Montana. 


Chappell Takes New Post 


E. E. Chappell has been appointed 
assistant to the agency superintendent 
of the Kansas City Life. Mr. Chap- 


pell was engaged in the insurance busi- 
ness before the war, when however, he 
became interested in aviation. He for- 
merly was with the Kansas City Life 
at. Denver and with the Minnesota Mu- 
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GET RIGHT WITH 
YOURSELF! 


If every human being were to 

do this, there would be much 
less distress than there is. 

“One self-approving hour,” said 

Pope, “outweighs whole years 
of loud huzzas.” 

All life insurance salesmen 

know that duty to a policy- 


holder demands more than 


getting his application. 


Che Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office Newark, New Jersey 














HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, 
Chairman of the Board 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


James A. Fulton, 
President 
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ACTUARIES 


CALIFORNIA 
Barrett N. Coatss Cart E. Herrurts 








Coates & HERFURTH 


CONSULTING ACTUARIES 


4s Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


eect F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











L A. GLOVER & CO. 
e Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


Het, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 


and 
800 Seanttine Building 
Kansas City, Missouri 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance A ~B 
Richard Fondiller, Harwood E 
Jonathan G. Sharp 
75 Fulton Street 
New York 


. Ryan, 





OKLAHOMA 


J. MeCOMB: 

e _COUNSEL T LAW 
CONSULTING ACTUARY 
Reserves, Surrender 
Values, etc., Calculated, Valuations 
and xaminations Made. Policies 
and all Life Insurance Forms Pre- 
—— The Law of Insurance a 


pecialty. 
Colcord Bidg. OKLAHOMA CITY 





Premiums, 























THE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
—By Albert G. Borden.....Price _ 50 


Shows the various ways that life insurance can 
in the administration of an estate. Includes pod 
illustrations and graphs. Order from The National 
Underwriter, A1946 Insurance Exchange, Chicago. 

















ACCIDENT- AND HEALTH FIELD 














Issues A. & H. Expense Rider 


Continental Casualty Sells Endorsement 
To Cover Surgical, Hospital, 
And Nurses’ Bills 





The Continental Casualty has 
nounced a new surgical, hospital 
nurses’ expense rider, which may be 
sold to acceptable risks, in connection 
with accident or disability policies. 

Under this rider the company agrees 
to reimburse the assured for all expense 
incurred by him for medical or surgical 


an- 


treatment, hospital services or nurses’ 
care, up to $1,000 on the basis of $50 
weekly indemnity. This amount is pro- 


portionate to the weekly indemnity car- 
ried, and is payable under the personal 
accident portion of contracts only. The 
form was promulgated to meet the com- 
petition of other companies which have 
initiated the rider. It is claimed to rep- 
resent a decided advantage over the 
medical expense portion of regular poli- 
cies in that a policyholder is assured 
that the expense incidental to his dis- 
ability will be taken care of and not 
restricted to the lower amounts usually 
provided in accident contracts. When 
the rider is attached, all benefits except 
weckly indemnity are eliminated from 
the body of the contract. 

The rate for class A risks for amounts 
up to $500 is $2 per $100; class B, $2.40; 
class C, $3; class D (select), $3.70. 

The rate for class A risks for amounts 
over $500 is $1 per $100; class B, $1.20; 
class C, $1.50; class D (select), $2.00. 

There has been some criticism of this 
form on the theory that it will tend to 
promote conspiracy among patient, doc- 
tor and hospital. Furthermore, it is con- 
jectured that it will prejudice the agent 
against his client, should he observe the 
policyholder attempting to exploit this 
rider at the expense of the company. 
Some critics believe it will greatly in- 
crease the use of expensive x-ray equip- 
ment. 


President Neal Announces 
Committees of Conference 


Dr. J. R. Neal of the Abraham Lin- 
coln Life, president of the Health & 


Accident Underwriters Conference, has 
announced his committee appointments 
for the current year. Special interest 
attaches to the personnel of the new 


| dent; 


and | 

















legislative and public relations commit- 
tee, authorized at the last meeting of 
the conference, which is expected to be 
an important factor in conference af- 
fairs. J. W. Scherr, Inter-Ocean Cas- 
ualty, is chairman and the other mem- 
bers are: J. W. Blunt, Monarch Acci- 
C. C. Criss, Mutual Benefit Health 
& Accident; E. J, Faulkner, Woodmen 
Accident; W. J. B. Janisch, Lumber- 
men's Mutual Casualty; D. E. C. Moore, 
Pacific Mutual Life, and C. O. Pauley, 
Great Northern Life. 

Chairmen of the other committees are: 
Auditing, C. S. Drake, Empire Life & 
Accident; constitution and_ by-laws, 
3en Haughton, international Travelers 
Assurance; credentials, J. W. Carson, 
Pilot Life; educational and publicity, 
Dr. W. A. Granville, Washington Fidel- 
ity National; entertainment, V. M. 
Ray, Hoosier Casualty grievance, 
George R. Kendall, Washington Fidelity 
National; legal, E. St. Clair, _ North 
American Accident; manual, R. S. Hills, 
Massachusetts Bonding; vor eH ng F. 
P. Proper, Employers Reinsurance; 





program and press, E. C. Budlong, 
Federal Life; reception, H. H. Shomo, 
American Casualty; resolutions, A. | 
Alwin, Minnesota Commercial Men’s, 
and statistics, F. R. Parks, Loyal Pro- 
tective. 


INDUSTRIAL INSURERS 
CONFERENCE MEETING 


G. R. Kendall, president Industrial 
Insurers’ Conference, informs mem- 
bers that the program for the 1930 meet- 
ing of the conference which will be held 


— 


at the Edgewater Beach Hotel, Chi- 
cago, Sept. 17-18-19 is rapidly nearing 
completion. 

“The Next Ten Years of Industrial 
Sick and Accident Business” will prob- 
ably be the theme of the 1930 sessions, 
according to Mr. Kendall. F. J. Peeples, 
comptroller Life & Casualty of Nash- 


ville, is scheduled for an address, “Home 
Office Records as an Aid to Field Man- 
agement.” 


Gets Carolina Company’s Business 


The Inter-Ocean Casualty of Cincin- 
nati has purchased the commercial and 
monthly health and accident business of 
the. Business Men’s of Greensboro, N. 
C. The Business Men's, it will be re- 
membered, was recently consolidated | 
with the Durham Life of Raleigh w hich | 
confines its business to industrial life, | 
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-~—e _and accident and ordi: 

E. G. Jones, who has been 
of the ‘commercial health anc 
department of the Business M: 
its establishment, will continuc 
of the business state 
Inter-Ocean. 

Active development 
lina the purpose of 
will maintain 
boro. 


as agel 
of Nor 
Mr. | 


1s 


Quits Noncancellable Field 


The Connecticut General S 
drawn its noncancellable poli 
no longer issue noncancellabk 
and health insurance except in ¢ 
tion with its own life policies. 


Make hone of Territories 


In line with the policy of t Wa 
ington Fidelity National to ¢ 
about the vice-presidents in arge 
its territorial divisions from tim 
time, in order that they ma 
familiar with the whole field 
into personal contact with 
many of the field representat 
possible, Vice-presidents C. Bf 
ford and Z. T. Miller have exchar 
territories. Mr. Crawford 
charge of the 
Miller of the 


pec 


close 


southern divisi 
Offers New Coupon Policy 


A new 
premium 


“business men’s spe 
reduction policy” i 


by Northwestern Life & \ 
Seattle. The policy, as the 

cates, covers all professior 

pays $5,000 for loss of life, 

hands or both feet, includ 
travel and doubles if caused t 
accident—excluding air tray \ set 
of nine coupons attached 

reduces renewal payments 1 2 
cent. 


Liberty Life Forms ee 


The Independence Life of 


(ir 


eer 


S. C., is being organized with $100,0 
capital and $50,000 surplus write 
dustrial accident, health and life. It w 
be a subsidiary of the Liberty Life 
Greenville. J. Claude DuPree, former 
agency manager of the Liberty Life, s 
president of the Independence Life 
Home Friendly Agovintmats 
Superintendent Clarence ‘( ( 
Wilmington, Del. has beer insferre 
by the Home Friendly t 
created western Pennsylv: i district 
with headquarters in the ‘| k 1 
ing, Pittsburgh. Assistant S) rintendent 
Lloyd G. Haynie succeeds Mr. Cole a 


superintendent at Wilmingt 





Men of The Lincoln National life 


have policies to offer that open 


> nt + 
ontractf 


al ‘ 
the door to an) fathers heart 


epate tam slelal ital 
~ ' = 


Life InsuvYance Co ompany 


Wayne, Indiana 


THE LINCOLN NATIONAL LIFE INSURANCE CO., 
Ft. Wayne, Indiana 
Please send me a copy of “The Lincoln Life Man” and information as to agency 


openings in my territory. 


N.U. 8-8 
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headquarters in Greens. 








mid-west division and Mr 
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aries of the various talks. 


It can be either an end or a 


There are three definite trends in the 


fendent of agencies. 
ears in the life insurance 


“disgraced” my family when 
a great, highly developed 


greatly improved and the 
ging ahead under the di- 

uuntless new developments. 
ler, Brooklyn manager. 
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vardian Life Agency Convention Was 
Three Day Sales Congress, Furnishing 
Good Picture of Modern Sales Methods 


The annt ial agency convention of the] greatest medium for 
of New York held in|} arrived.” Time plus ability, 
was in effect a three | means income—Edward H. 
” home managers, out- | insurance trust officer, : 
tat Pos pro roducers and home office offi- | Bank, New York City. 
ls joined in giving a picture of mod- * * 
ife insurance salesmanship which To fail to use tact in contacting is to 
- reviewed by sentence sum-| arouse antagonism. 
make all possible contacts, but use them 


* © only as opportunity offers for a —_ 
Man, you have to re-| approach—A. W. Fetter, 
re your in terest at death—or protect | Greensboro, N,. C. 
‘ That is all there is to business in- * * 


Ohio. 


. 9 e+ a 

As an indication of the trend towards 
income settlements, figures today show 
requests for such option in 20 percent 
: . of the cases, a remarkable increase over 
policy forms with larger | 2 decade ago. It is important to realize 


towards income settle- 
and supervision of 
trend towards stand- 


increased protection.— that one-filth of the 


Weidenborner, Jr., superin-| i, force is to be paid on the income 

plan. The ratio is increasing—R. C. 
Neuendorffer, secretary. 
. & 6 

The business men in any ; 

have the greatest purchasing power ot 

any in that community, and it is unin- 


* * 


seen it come from a 


underwriting condi- F : 
telligent prospecting 


x © * 


wledge is power. That Service contacts and the innumerable 
training for the knowledge | little aids offered by them are of great 
help in securing repeat business. 

are three certainties: | is true both of individual and coopera- 
and change. To meet | tive or agency servicing. : 
ust have the benefit of | yses, will, income provisions “and count- 


Greatest sales results can be obtained 
using the contact for] hy the agent who creates situations for 
This makes business | the sale of life insurance. S 
t logical approach for all} needs the prospect does 
s where a man is in business—N.| and demonstrate the need. 
f McNamara agency, New | tive selling—N. R. Smith, 


these men and the business 
approach.—N. H. Seefurth, 
agency, New York City. 


“keeping up to date.”"—Max Reinboth, 
New York. 


. 2 & 

Everything is a sequence. Today’s 
accomplishments are the result of yes- 
terday's preparation. The prepared 


sales talk is a guide to sales growth, a 
prepared base to be gauged to the 
client’s case and changed accordingly.— 
S. K. Lehman, Los Angeles. 
x * x 
Self-training is the key to any de- 











sired goal. Its use is the measure of 
ambition. The agent who constantly 
keeps himself up to date is assured of 
success.—James A, Tyson, Philadelphia 
manager. 

x * * 


Supervision is but a continuation of 
training and the agent who is well on 
his way to success through self-training 
must add self-supervision of the entire 
sales work.—E. N, Ojistad, St. Paul, 
Minn. 








Enthusiasm Essential for Life Salesman 








William Boulton, superintendent of 
agencies, Confederation Life of Toronto, 
presented a 4,000 word enthusiastic 
definition of enthusiasm at a_ recent 
meeting of the Toronto life under- 
writers. “Keep your tires inflated with 
enthusiasm and success is yours,” was 
one of the epigrams in the definition. 

“Enthusiasm,” Mr, Boulton said, “is 
the properly inflated tires of salesman- 
ship, which will carry the salesman to 
his desired goal. Nothing in the world 
can take its place. Natural ability will 
not; the world is crowded with un- 
successful men with natural ability; 
genius will not, for unrewarded genius 
is a coming thing; education will not, 
the ranks of all professions and callings 
are filled with educated misfits. En- 
thusiasm is the twin sister of persistence 
and determination, and given these 
three, a mediocre man will forge out a 
successful career for himself where 
other fail.” 


Big Figures of History 
Possessed Enthusiasm 


Saul of Tarsus, John Knox, Mussolini, 
Napoleon, Caesar, Charles Dickens, 
Christopher Wren, Abraham Lincoln, 
Victor Hugo, Handel are examples of 
the dynamic value of enthusiasm, ac- 
cording to Mr. Boulton. 

“Good salesmanship is the triumph of 
enthusiasm. Enthusiasm is the biggest 
asset in business today; it is the sales- 





Breator and 


Pducate himseli ae his prospect.—Nel- 
Bon F. Davis, Ir., director of education ‘a astic salesman is seldom 
Bt the home « P vod and former Philadel- Modern service is merely the reaching first base, 
hia agent. modernization of the old cardinal prin- | slides to third, and, 
s * * * ciples of salesmanship. Service is the | chance, scores. 
‘rust service is an aid to life insur-| sales talk, sale. Times change “You have to be 
which is of itself the greatest | and with it the uses of life insurance. 





conservor of estates, the | Thus, 
mec ee ee ee eee ee 


NEW PAID INSURANCE—1929 


wledge. The agent must less other specific items are examples. 
er. | it takes enthusiasm to sell. 








service demands a | anyone who is not 
ae 


man’s silent partner. Cash can buy, but 


he steals to second, 
if there is a living 


each prospective sale before you can sell 
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$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON, MASS. 
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Chartered 1835 j 10 EAST 40th STREET NEW YORK CITY 
Grgentaed 5880 BOSTON CLEVELAND CHICAGO PHILADELPHIA 
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Methods for the reduction and control of 
ACQUISITION AND OTHER COSTS 
are outlined in the booklet 


“BUDGETARY CONTROL FOR INSURANCE COMPANIES” 


Copies will be sent to interested executives 


Scovell, Wellington & Company 


ACCOUNTANTS 


try and start a flame of enthusiasm in 
somebody else if there is doubt in your 
own mind. Why did your prospect of 


yesterday turn you down? Because he 


could tell by the look in your eye that 
you expected him to do so. Because 
you hadn't been impressed yourself, and 
he knew it. You couldn't fool him; he 
didn’t feel any electric sparks of enthusi- 


asm jumping through space from your 


mind to his. Nothing but a live wire 
could give him a sensation, and you were 
trying to magnetize him with words 
only. It takes enthusiasm, warm human 
personality to sell life insurance. 


In Case of Failure, 
Analyze Work, Try Again 


“If you are sold on a plan you intend 
to present to a prospect let it burn into 
your very being; let it consume and en- 
thuse you and if you fail to sell him, 
leave your prospect, analyze your sales 
talk, check yourself over, and then go 
back and tackle him a second time; tell 
him that you don’t believe you made 
your proposition in the last interview, 
and you were compelled to return to 
square your own conscience. 

“Enthusiasm by some has always been 


considered undignified and the enthusi- 
asm has usually been discounted; it 
has been labeled insane by a certain 


section of the nation or community, who 


did not wish their complacency dis- 
turbed, with sarcastic jests and con- 


temptuous smiles they have endeavored 


to discredit it, but we all know that the 


men and women who have done any- 


thing for the world and humanity have 
been enthusiastic. Without enthusiasm 
it would have been impossible to have 


accomplished anything worth while,” 
Mr. Boulton said. 
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MODERN PROTECTION 


In accordance with its progressive plan for up 
to the minute service to policyholders and agents, 
the United Life and Accident Insurance Company 


ANNOUNCES 


a new line of Juvenile policies which will be 
issued from birth to age fourteen on either short 
or long term endowments, including twenty pay- 
ment endowment at age 85. Additional benefits 
are also issued with these contracts which pro- 
vide for waiver of premium in the event of death 
or total and permanent disability of the premium 
payor. 


For complete information write direct........ 
and directly 


EUGENE E. REED, Vice-President 


UNITED LIFE 4N®, AGGIDENT 
United Life Building Concord, New Hampshire 
| Originators of Life and Accident insurance united in one policy. lf 


ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 














Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 
Participating and Non-Participating pap ey and Women on Equal Terms—Total 





Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a General Agency There ts Desirable T 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 
THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


Ji jigmund—Vice-Pres. & ency Director 
COL. C. B. ROBBINS, Pra. s Cc. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 





Open in 











The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn’t this merely natural and 
logical ? 

Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. THe Mutua Lire INSuRANCE Company oF New YorkK affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and Manager of 

















GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 




















NEWS ABOUT LIFE POLICIES _ 
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Policy Literature. Rate Books, etc. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes ig 
Supplementing the “Unique Manual 
Digest” and “Little Gem,” Published Annually in May and April respectively, 
PRICE, $4.00 and $2.00 respectively. 






















Issue Life Expectancy Form 





Wisconsin National Life Puts Out New 
Policy, Announces Nonmedical 
Liberalization 





The Wisconsin National Life of Osh- 
kosh announces a modified life expec- 
tancy policy which provides for full 
amount of protection until assured 
reaches his life’s expectancy, when the 
amount is cut in half. Premiums are 
payable for life. After three full years’ 
premiums the policy provides the usual 
cash or loan values, paid up or extended 
insurance options. The amount of paid 
up insurance remains the same until ma- 
turity, there being no reduction when the 
assured reaches life expectancy, but on 
extended term the amount is cut in half 
at the end of the expectancy period. 
Waiver of premium and monthly income 
or waiver alone may be added. 

The company has increased its limits 
on nonmedical from $2,000 to $2,500 for 
men and from $1,000 to $1,250 for 
women. 

Rates for the new modified life ex- 
pectancy with the period for which full 
protection is given, are presented at il- 
lustrative ages below: 

Full With 
Pro- Waiver With 


tection and Waiver 
Age Prem. Period Income Only 
15.... $10.57 46 $13.07 $10.82 
oe 42 14.35 11.83 
25.... 13.86 39 16.01 13.24 
30.... 14.47 35 18.00 14.94 
35.... 16.82 32 20.84 17.43 
40.... 19.72 2 24.38 20.53 
45.... 24.18 25 29.65 25.29 
50 31.01 21 37.68 32.62 
55 39.09 17 47.46 41.55 





Massachusetts Mutual 


The Massachusetts Mutual will shortly 
announce its new family protection 
policy which will be issued from Sept. 1. 
It will be somewhat similar to the 
family protection policies put out by 
the Continental American and followed 
by other companies except that at the 
end of 20 years the premium will be re- 
duced to the ordinary life rate. The 
company feels that in this policy some 
inducement should be made to the in- 
sured to continue after the period dur- 
ing which most of the benefits would 
have accrued had the policy become a 
claim. 





Bankers National Life 


The Bankers National Life will not ac- 
cept any applications dated July 16 or 
thereafter for the amounts less than 
shown below on the following plans: 


Preferred risk ordinary life...... $5,000 
ee i PC seb ensceeeenienecs Se 
en See Be. oc csdceeeeacsoesnes 5,000 
Modernized systematic savings... 1,000 


The company says: 

“Experience has proven that to con- 
tinue writing these policies within the 
original limits would result in a very 
unsatisfactory expense ratio, which will 
reflect unfavorably in the cost of all 
insurance written by the company.” 





Union Central Life 
The Union Central Life announces that 
the limit of monthly income under per- 
sonal life income policies has been in- 


creased from $500 to $1,000 a month. 
This is a deferred annuity payable at 
ages 50, 55 or 60. 





First National, Alabama 


The First National Life of Mont- 
gomery, Ala., added a new feature to its 
children’s policies whereby the policy 
becomes paid up in the event of the 
death or disability of the parent. A 
small amount is added to the usual pre- 
mium on the child’s policy for the addi- 
tional coverage. 





New Ohio State Life Pol 











President Sarver Explains “Sy 
Protection” Whole Life Contrag 
Now Being Issued 













The Ohio State Life announces ay 
ticipating “superior protection” po 
providing maximum protection at | 
cost in amounts from $5,000 to $504 
on standard male risks from ages 
55. This is a whole life contract, Pre 
dent John M. Sarver explains, furni 
ing double the amount of protec 
during the productive years when fam) 
and business obligations are the great 
that it does in later life for the ye 
of retirement. ; 

He says this policy issued at age 
with annual premium $204, pays ; 
$10,000 insurance up to age 65; th 
when family and business obligatic 
have been reduced the amount is $54 
and annual premium is reduced one-h: 
to $102, or only 2 percent of the amoy 
of insurance. If dividends according; 
1930 schedule are used to reduce py 
miums, average annual premium for th 
first 20 years is but $146.80—less th; 
1% percent of the amount of insurany 
By accumulating dividends on the 19 
dividend scale, the policy will becoz 
paid-up in 21 years with a cash balam 
of $230 payable at the end of that tin 

Total and permanent disability a 
accidental death benefits may be x 
cluded. President Sarver expects th 
the new form will prove a strong stim 
lus to production this year, the con 
pany’s silver anniversary. The contra 
carries liberal dividends, he says, gua 
anteed cash, loan, paid-up and extende 
insurance values, and conversion pris 
leges. 





GENERAL AGENCY 
WANTED 
In Los Angeles by one who 
qualified and wishes to build 
large Organization. Address ¥ 
P-88, The National Under-§ 
writer. 








$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED f 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 
in addition to face of policy | 
in event death before age 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 2% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.1? 

per $1,000 thereaiter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 
FRANK M. PETERS, President 
Cincinnati, Ohio 














